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GO AFTER THE OTHER FOUR —The— 
The National Bureau estimate advertises the startling Life Insurance Company of Virginia 


fact that only one in five of this country’s 22,000,000 
autos are insured. 


YOUR FIELD RIPER THAN EVER! 


REAP IN 1927 Taniieseutis itr Foxes 
Over Three Hundred Million Dollars 


Richmond, Virginia 
Incorporated 1871 











“The 25,000 fatal accidents in 1926 
pave a way for those with insurance 
Admitted Assets 


protection to sell. 
Over Fifty-one Million Dollars 


“These automobile fatalities are so 
many tragic warnings; while the les- 
sons taught in the hundreds of thou- 
sands of injuries which raga gc 
year, keep educating the public in one 
ee fees aoe Over Three and one-half Million Dollars 
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A Peoria Life Agent’s Big Asset 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 
to say, “I am the Peoria Life Agent.’’ Through its 
policy of ‘‘Service to Policyholders’” the Peoria Life 
has built up a good will of incalculable value to its 
representatives. 







In every community where the Company operates, 
when people think of the Peoria Life, they re- 
member how promptly its death claims are always 
paid—how its agents have rendered every assist- 
ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
— ee of proofs—often delivered before the 
uneral. 











The name of the Peoria Life suggests to the public 
the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual /dealth 
Examination. They think of its friendly, helpful 
attitude,—its Policyholders’ Bulletins and ‘‘Policy- 
holders’ Month.” 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious “Service 
to Policyholders” is one of the big assets of the 
Peoria Life agent. 
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OUR AGENTS 
THEIR OWN FUTURE IS SECURE 





Write for 
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A. M. HOPKINS, Mgr. of Agencies 


PHILADELPHIA LIFE INSURANCE CO. 
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LEGISLATIVE REVIEW 


American Life Convention Bulletin 
Covers California Situation 


NEW HAMPSHIRE MEASURES ALSO 
DESCRIBED 


Survey of Indiana and Alabama Included in 
Comprehensive Summary 

The American Life Convention’s current 
bulletin on Legislative and Departmental Rul- 
ings, issued from its headquarters in the Shell 
building, St. Louis, Mo., and sent to member 
companies, contains a terse but comprehensive 
survey of the session of the California Gen- 
eral Assembly which adjourned recently. 

The American Life Convention _ bulletin 
briefly summarizes the legislative measures of 
interest to life insurance companies that were 
passed by the California lawmakers. The new 
California insurance laws are: 

Senate Bill No. 53 amending Sec. 589, Pol. 
Code to increase salary of Deputy Insurance 
Commissioner from $2700 to $4500. Act desig- 
nated Chapter 376, Laws 1927. 

Senate Bill No. 259 adding new Sec. 629-B 
to definite group life insurance and provide 
policy provisions. Now Chapter 657, Laws 
1927. 

Senate Bill No. 260 adding new Sec. 2768 
to Civil Code to provide policy may contain 
provisions that proceeds or payments thereun- 
der shall not be subject to transfer, anticipa- 
tion or commutation or encumbrance by any 
beneficiary and exempting same from creditors 
of or legal process against any beneficiary. 
Act designated Chapter 658. 

Senate Bill No. 261 amending Sec. 629-A to 
provide that the legal minimum standard for 
valuation of group term policies under which 
premium rates are not guaranteed for more 
than five years shall be the American Men’s 
Ultimate Table at 3% per cent. Act now 
Chapter 659, Laws 1927. 

Senate Bill No. 262 which originally related 
to disaffrmation of life insurance policies by 
minors, but which as amended and passed 
would apparently not affect life insurance in 
any respect. Now Chapter 876 of Laws 1927. 

Senate Bill No. 701 requiring insurance 
agents and brokers to obtain licenses from In- 
surance Commissioner, and requiring employer 
to furnish statement that agent or broker is of 
good repute and has had experience or special 
instruction, and authorizing Commissioner to 
revoke license for cause, after hearing. Act 
designed as Chapter 882 of Laws 1927. 

Senate Bill No. 734 amending Sect. 602 Pol. 
Code relating to the insolvency of insurance 
companies, so as to provide that when any life 
insurance company’s liabilities for losses re- 


(Concluded on page 8) 


NORSKE LLOYD CASE 


Decision Rendered That Interest on 
Claims Is Due American Policy- 
holders 


OPINION BY HON. R. L. LUCE 


Ruling Settles Important Issue—Insurance 
Superintendent to Compute Amounts 
Referee Robert L. Luce, acting in New York 

last Saturday in the case of the Norske Lloyd 
Insurance Company, Ltd., of Norway, which 
was put before the State Superintendent of In- 
surance for liquidation in May, 1922, handed 
down a decision establishing it as a principle 
of law that interest on the deferred payments 
of a solvent firm is obligatory and legal. This 
decision is important and of widespread in- 
fluence since prior decisions along this line 
have simply considered the facts in the partic- 
ular case and have not established any prin- 
ciple of modern law. 

When the Norske Lloyd became insolvent in 
Norway, the United States branch was taken 
over by the New York Superintendent of In- 
surance for the protection of the branch’s pol- 
icyholders and was found to be solvent. In 
addition to being able to pay its claims, the 
United States branch had a substantial surplus 
left over for transmission to the home office. 
The New York Superintendent of Insurance 
classified the claims against the Norske Lloyd 
as those arising out of transactions with the 
United States branch; those arising out of 
transactions by United States citizens with the 
Norwegian and other foreign offices; and those 
resulting from transactions by foreign citizens 
with the Norwegian and other foreign offices. 

After the superintendent had paid claims of 
the first class, he had a balance of $1,500,000 
for transfer to the home office, out of which 
dividends to creditors were to be paid. 

The question which Referee Luce decided on 
was whether interest should be paid on about 
$1,000,000 of American claims which had been 
settled at their face value after a delay of 
four years. Since the New York Superintendent 
of Insurance took the stand that the American 
claims would not be paid in full unless the in- 
terest for the four-year perid of delay were 
added, it is more than interesting to note that 
Judge Luce’s decision concurs by declaring 
the American creditors of the first class 
just mentioned are entitled to the principal of 
their claims and the interest on them from the 
date due until the settlement was made. 

Attorneys for the Norske Lloyd contended 
that interest is not allowed in the liquidation 
of an insolvent corporation and only the prin- 
cipal of even a preferred claim is payable. In 
reply, Judge Luce took the position that the 


(Concluded on page 15) 
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SUBWAY BONDS 


Hearing in New York Follows 
Charges Against Surety Com- 
panies 


JAMES A. BEHA DEFENDS CARRIERS 


Calls Opposition, Led by Samuel Unter- 
myer, “Unwarranted Attack’ 

Superintendent of Insurance James A. Beha, 
of New York, a few days ago requested the 
surety companies to attend a conference to be 
held in his office last Friday, his purpose being 
to discuss with the surety company executives 
the situation with reference to the inability of 
the Mason-Hangar Co., Inc., to obtain sufficient 
sureties to complete the $3,000,000 bond which 
the New York Transit Commission required on 
the Fulton street subway in that city. Superin- 
tendent Beha’s purpose in calling these officials 
to the conference was to find ways and means 
of helping the surety companies, if possible, to 
supply the necessary bond. 

Between the sending of the notice for the 
conference by Superintendent Bha and the hold- 
ing of the conference proper, the surety com- 
panies were publicly attacked as having entered 
into a conspiracy to mulct the city by refusing 
to go upon the Mason-Hangar Company bond, 
which was more than $2,000,000 below the next 
lowest bidder, the reason alleged being that the 
surety companies were resentful because of the 
recent reduction in the surety bond rates. Sam- 
uel Untermyer led the opposition. 

Superintendent Beha deemed it important to 
go thoroughly into this accusation against the 
surety companies and asserted his convictions 
as follows: 

1.—That no surety company which refused 
to go on the Mason-Hangar Company bond took 
such action because there had been a reduction 
in the premium rates on such bonds. 

2.—That no company official attempted to in- 
fluence any other company directly or indirectly 
to keep off the bond because of the rate reduc- 
tion or for any other reason. 

Superintendent Beha further authorized the 
statement that: 

When the surety bond rates were reduced to 
their present level, all of the surety companies 
were called into conference at the office of the 
Superintendent of Insurance and voluntarily 
agreed to co-operate with the Superintendent 
of Insurance and the Transit Commission in 
the reduction which was then made. The com- 
panies deemed it part of their duty to facilitate 
and expedite the awarding of the contracts for 
the building of the subways and it is unfair to 
charge any of the surety company officials with 
vindictiveness because of the refusal of individ- 
ual companies to go upon any subway bonds. 

Superintendent Beha is satisfied that wher- 


ever a company refused to go upon the Mason- 
Hangar Company bond, it did so upon its own 
independent judgment after having made an in- 


(Concluded on page 23) 
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LL this pother about how many terms a 

President should have, and what consti- 
tutes a third term, if any, certainly is disturbing 
even if one doesn’t know to whom. As a mat- 
ter of fact, it is really a fine subject for dis- 
cussion and, in addition, is quite a comfort in- 
asmuch as if the third termer does not succeed 
he has a perfect alibi and if he does he has 
the soothing knowledge of vindication received. 

* * * 


UPPOSE such a topic were to become par- 
S amount in the field of life insurance. One 
can imagine the ranks of directors split while 
policyholders might be divided into. those who 
demanded instant compliance with their pleas 
for cancellation and those who voluntarily sent 
in larger-than-necessary amounts of premium. 
Then there would be the views of agents. Some 
would represent non-third-term-presidency com- 
panies and others would violently revolt against 
soliciting for such organizations. 


* * * 


T remained, however, for Secretary of Labor 
J. J. Davis to come out with le dernier mot 
anent what is—oh, very obviously—“an issue.” 
The man in charge of the department that 
watches over our annual coal strike, farm re- 
lief yell, railroad turmoil and a host of other 
manifestations of the glories of a democracy is 
quite unashamedly opposed to the no-third-term 
idea. The possibility of tradition of this kind 
raising its head in a land notable for its scorn 
of those who live by traditions positively shocks 
him, and with perfectly amazing candor he pro- 
duces the final argument that “The Order of 
Moose has for 21 years elected me its chief 
executive.” 
De eae 
OW if that doesn’t convince you of the 
validity of three or more terms in any 
kind of a presidency, life insurance included, 
you must be entirely beyond the pale and stub- 
born past all redemption. 


* * * 


NE of the nice things about all this pre- 

election jockeying is that when election day 
arrives, millions of men and women will not 
vote at all and a large portion of those who 
do will vote for some party’s ticket principally 
because their fathers did before them and not 
because they have a definite understanding of 
what the particular party stands for. 


* * * 


HAVE just learned that William Randolph 

Hearst has purchased the Pittsburgh Sun, 
an afternoon paper in that city, and that the 
Pittsburgh Post, a morning paper, has been se- 
cured by Paul Block, publisher of papers in 
New Jersey, Minnesota and other States. It 
will be recalled that A. E. Braun, president of 
the Reliance Life Insurance Company of Pitts- 
burgh, was president of both the Post and the 
Sun publishing companies. 


| perpen men are constantly displaying 
their versatility, and in their ranks will be 
found athletes, artists, sculptors, authors and 
others. The latest insurance addition to liter- 
ary fame is A. E. Forrest, vice-president of 
the North American Accident Company of Chi- 
cago, who has produced a novel, entitled 
“Silent Guests,” which is published by Covici 
and has met with a favorable reception at the 
hands of reviewers. 
x * * 


apc the pleasure craft “Favorite” was 
overturned by a squall in Lake Michigan 
recently, causing the death of 27 persons, a 
series of investigations into the disaster was 
launched. Isaac Miller Hamilton, president of 
the Federal Life of Chicago, and a man who 
did a great deal to popularize the $1 newspaper 
accident policy in various sections of the coun- 
try, is a member of the jury of business men 
which is aiding the Chicago coroner in one 
of the investigations. 
* * * 


PROPOS of Mr. Hamilton, his daughter, 

Miss Miriam Hamilton, spent one month 
of her vacation from Vassar as a time-clock 
puncher in the offices of the Federal Life. Miss 
Hamilton, who has concluded her freshman year 
at college, evidenced a desire for a close look 
at what makes the machinery of business re- 
volve. She spent the month in the claim de- 
partment listening to the whys, why nots and 
wherefores of insurance. 


a ae 


HERE’S a real job ahead for insurance 
1 agents, and that is the work of selling 
commercial aviation pilots on the value of acci- 
dent insurance or life insurance with accident 
benefits. Apparently the majority of aircraft 
pilots are not particularly in sympathy with 
the idea, although they take a keen interest 
in insurance as it affects the aeroplanes and 
their cargoes. I venture this opinion from a 
series of discussions with such men as Hegen- 
berger, Maitland, Chamberlin, “Casey” Jones, 
Col. “Chuck” Kirwood, etc. Jones, it will be 
recalled, is the pilot who carried Gene Tunney 
to his memorable conflict with Jack Dempsey 
in Philadelphia, while Col. Kirwood is the 
man who took such a prominent part in the 
air fighting against the Riffs in Morocco. If 
air pilots once get the right attitude toward in- 
surance, they will pass it on to passengers and 
others and the issuance of such indemnity will 
be made easier and more profitable. 


* * * 


PEAKING of Chamberlin, his stunt of tak- 

ing off the deck of the Leviathan and re- 
turning 100 miles to New York with mail may, 
if applied to carrying passengers from vessels 
to shore, have a definite bearing on the avia- 
tion clause in accident policies which now ex- 
tends, usually, only to regular air routes. 


a 


CCOUNTS of fire are usually thrilling, 

More than often the tragic sacrifice of 
human lives and the exhibition of courage and 
skill on the part of the firemen invoke the 
reader to mingled emotions of horror and ad- 
miration. Occasionally, a note of comedy is 
struck. All these elements are present in the 
story of a fire in Santa Rosa, Calif., re- 
cently. 

The fire occurred on a’farm on which a large 
winery was located. (‘“Winery,” my dear friends, 
is the mellifluous name given to a plant for the 
manufacture of a beverage common to Euro- 
pean countries and ante-bellum America.) The 
supports of the water tanks caught fire and 
they crashed to the ground, thus cutting off the 
water supply. The flames soon reached the 
winery and as the fighters battled the raging 
fire they slushed around in a veritable sea of 
rich, red wine. Gunny sacks and _ blankets 
soaked in. wine- were applied in efforts to 
smother the flames. One man, his clothing a 
shroud of flames, saved himself by diving di- 
rectly into a deep pool of the lovely liquid. 
Dipping into the—but why go further with the 
heart-breaking tale? Enough has been reported 
to stir you to horror and admiration (or its 
handmaiden, envy). The comedy? Believe it or 
not, there are some folks who would think 
that was funny. 


* * * 


A W. SPAULDING, assistant advertising 
fA. manager of the Hartford Fire and pres- 
ident of the Hartford Advertising Club, is put- 
ting over a scheme which excites my imagina- 
tion and fancy. With all the enthusiasm of a 
bunch of kids playing school or “Cowboy and 
Indian” the members of the Advertising Club 
have formed a notable organization known as 
the “Utility Manufacturing Company.” Papers 
of incorporation have been drawn up and the 
company’s product, a wooden glass holder to 
be attached to card tables, has been patented. 
All the procedure which the organization and 
conduct of an actual company would entail is 
being rigidly adhered to. It appears to me that 
the innovation should be productive of some 
valuable ideas as well as a lot of fun. Some 
of the insurance playboys partaking in the ven- 
ture are: J. W. Longnecker of the Hartford 
Fire, vice-president of the “Utility”; Clarence 
T. Hubbard of the Automobile, president, and 
Warren Chapin of the AXtna Casualty and 
Surety, advertising manager. 


k * * 


LTHOUGH the last meeting of the execu- 

tive committee of the Eastern Underwriters 
Association was described as “long and inter- 
esting,’ it must have been a hot day, because 
the committee decided not to meet again until 
September. 
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GOOD FOR CHAIRMAN JOYCE! 


HE fact that the New York Board 

of Transportation has persuaded 
the Board of Estimate of that city to 
allow the substitution of security other 
than a surety bond on subway contracts, 
precipitated what looked like a declara- 
tion of war on cerporate suretyship. The 
announcement of a new form of contract 
for subway construction, designed “to 
bring relief to subway contractors and 
free them from the grip of the bonding 
combine,” is a bad move for the surety 
companies insofar as it may affect public 
opinion adversely. 

When Chairman John H. Delaney, of 
the Board of Transportation, seized on 
William B. Joyce, chairman of the boards 
of the National Surety and New York 
Indemnity companies, as “the head of a 
band of conspirators” he simply evi- 
denced his own ignorance of the truth, 
and his willingness to play to the gallery 
while himself standing in mud. The in- 
vestigation carried out by James A. Beha, 
Superintendent of Insurance for New 
York, as related in an article on page 3 
of this issue, proved that the insurance 
department did not concur in Mr. De- 
laney’s folly. Superintendent Beha is 
convinced that the bond which started the 
whole affair was refused by the com- 
panies for good and just underwriting 
reasons, and not because of resentment 
at a recent reduction in surety rates. 

Simply so that there would be no devi- 
ation in the attitude of some quarters 
which impels them always to rail against 
insurance companies, the Board of Trans- 


portation consulted with Samuel Unter- 
myer, whose comments are calculated 
to poison the body public with the 
virus of anti-insurance sentiment regard- 
less of the great service and incalculable 
benefit the companies are conveying to 
citizens. Mr. Untermyer immediately 
came out with statements calculated to 
win plaudits of those whom the immortal 
Gladstone styled “The Great Unwashed.” 

Luckily, the insurance men involved 
are not to be browbeaten. Chairman 
Joyce, of the National Surety, as the in- 
dividual directly cited, issued a reply to 
Mr. Delaney, of the Board of Transpor- 
tation, and accepted his challenge as fol- 
lows: 

The accusation of Mr. Delaney reported in 
this morning’s papers that “William B. Joyce 
* * * is the head of a band of conspirators” 
makes it necessary for me to ask Mr. Delaney 
to make a public apology, and failure to do so 
within a reasonable length of time will result 
in an opportunity being given to him to prove 
his charges in court. 

It seems to me Mr. Delaney is unwise to 
make such statements when he must know that 
neither he nor any one else has any proper basis 
whatever for them. Public officers frequently 
and unwarrantably abuse citizens only to ag- 
grandize themselves—and this appears to be such 
an instance. 

The old game of government by bu- 
reaucracy is still being played. Arbitrary 
mandates are handed down, and the ego- 
swollen heads of some in power continue 
to be too filled with their own importance 
to admit of the entrance of knowledge or 
the formation of fair and unbiased opin- 
ion. Mr. Joyce’s comment that public 
officers frequently and unwarrantably 
abuse citizens only to aggrandize them- 
selves is very much to the point, and his 
refusal to remain apathetic in the face of 
a groundless attack is highly commend- 
able. Good for Chairman Joyce! 





HE index to Volume CXVIII of 

THE SPECTATOR, covering all num- 
bers published from January 6 to June 
30, 1927, has just been completed and 
printed, and is being sent out free as a 
section, Part II, of this issue. Ar- 
ranged according to subject matter, titles 
and authors’ names, the index enables 
those who have kept their files of THE 
SPECTATOR up-to-date to locate any de- 
sired item easily. References to individ- 
uals will be found either under the names 
of the organizations with which they are 
connected or under their own cognomens 


or both. 





TOMBINED SURRENDER AND LAPSE 
TERMINATIONS 


FYNO supplement the tables appearing 
in last week’s edition of THE SPEc- 
TATOR, which gave separately the insur- 
ance terminated through lapse and sur- 
render, there is presented this week a 
table which combines those previously 
shown and gives for a _ period of 
twenty years the percentages to mean 
policies in force of terminations by sur- 
render and lapse of twenty-nine life in- 
surance companies, from 1907 to 1926, 
inclusive. This table again brings atten- 
tion to the unfavorable experience of the 
leading life insurance companies in re- 
spect to their lapse and surrender ratio. 
In 1926 the combined ratio increased 
.31% over that of 1925 and equal to .03% 
higher than the ratio for the entire 
twenty-year period. In 1926 the com- 
bined ratio was 5.07% as compared to 
4.76% in 1925. The rate for the last 
quinquennial period, 1922 to 1926, was 
5.11%, while for the entire period it 
was 5.07%. The difference is a factor for 
home-office consideration by executives: 
Agents of life insurance companies are 
thoroughly conversant with the necessity 
of making lasting sales. Policies that are 
written one year and lapsed the next or 
within the succeeding five years not ouly 
entail a tremendous waste from the com- 
pany’s standpoint, as well as a pecuniary 
loss in income to the agents themselves, but 
they also have a tendency to bring about a 
psychology of habit and thought on the 
part of the insuring public which makes 
of a life insurance contract but a tempo- 
rary desirability, and not a permanent 
protection. Because tendencies of this 
nature are readily contracted by the 
majority of people, it is incumbent upon 
agents to devote some considerable por- 
tion of their time to preaching against the 
loss which a policyholder suffers when he 
carelessly lapses or surrenders his exist- 
ing insurance. The best life insurance 
salesmanship is that which first fits the 
policy to the needs of the insured and 
then aids in keeping the insurance sold. 
It is well to remember that the insurance 
that stays is the insurance that pays, from 
whatever angle considered, be it that of 
company, agent or insured. The accom- 
panying table presents the combined sur- 
render and lapse data for 29 companies 
year by year over a period of twenty 
years with ratios for the four quin- 
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quennial periods and also the entire 
twenty-year period. 


Students of the table on page 13 
should bear in mind that only the ofdi- 


nary business of the companies is con- 


sidered. Industrial companjes, includ- 
ing in their ordinary account their inter- 
mediate business, naturally show a higher 
rate than those having only regular ordi- 
nary policies. When comparing lapse 
rates, it should also be remembered that 
terminations by lapse are chiefly among 
policies less than ten years old, and that, 
therefore, rapidly growing companies are 
most likely to show high lapse rates. 





COMMON SENSE VS. POLLUTION 


ACK in 1918 and 1919, the life in- 
surance companies of this and other 
countries faced a serious situation in the 
influenza epidemic which swept a large 
portion of the world. The disease be- 
came an international affliction and the 
cost of caring for the sufferers and pay- 
ing the death claims that materialized ran 
into millions of dollars. Apparently the 
modern world had been taught a severe 
lesson. 
A peculiarity of humans in the mass 
is that, collectively, they do not profit 
much from past experiences. It was 
years before national hygiene became a 
factor in the daily lives of the people. 
Those who searched for the causes and 
cure of tropical fevers were dubbed 
‘fanatics before they were hailed as bene- 
factors. The heroic sacrifices of the pio- 
neers in chemistry, medicine and surgery, 
in most cases, did not make them heroes 
until after they had passed the Styx. 
Right now, New York City and other 
places throughout the United States face 
a problem that contains the possibility of 
epidemics and of which no active cogniz- 
ance is being taken. The stituation is 
especially acute in New York, and there, 
as elsewhere, results from the unsanitary 
methods of garbage and sewage disposal. 
The refuse from a city of nearly 6,000,- 
000 people is towed out to sea in scows 
and is dumped into the water, only to be 
washed back on beaches where as many 
as 300,000 persons are bathing at one 
time. Some purification does take place 
through the action of salt water, sunlight 
and other means, but it is pitifully small 
in view of the constantly-growing volume 
of refuse that must be disposed of. 





Medical authorities and the Board of 
Health of Greater New York have tried 
again and again to bring the perils of the 
situation before the people in, such a 


manner that the pressure of public opinion 
will force the adoption of corrective 


measures, At no time has the danger 
been more imminent than at the present, 
and # will continue to jeopardize the 
health of millions unless proper steps are 
taken to dispel it. Laboratory tests have 
proved that the waters near the beaches 
and harbors of New York are filled with 
myriads of disease germs. 





The life insurance companies have a 
real interest in the solution of this diffi- 
culty. The welfare of their policyholders 
is at stake and the funds within their 
care are threatened. The outbreak of an 
epidemic of devastating disease in New 
York would cost them millions of dollars, 
Nor is the trouble localized in any special 
territory. It is just about as bad along 
the Jersey coast as in New York, and 


other States also are confronted with it. 
The whole thing is a question of com- 


mon sense versus pollution and demands 
an intelligent and prompt answer. 








to be partners. 


So far so good. 


The Prudential’s 


service. 








Forge the Chain of Partnership 


Two or more individuals in business together are said 
They share profits and losses and each 
labors for the good of the other. 


What if one dies and it is necessary to disrupt 
the business in order to liquidate his estate 
and satisfy the claims of his heirs? 


A PARTNERSHIP Life Insurance Policy, 
covering the life of each individual in favor 
of the other would provide funds, save the 
business and perhaps leave a surplus for the 
lean days of reorganization. 
make the partnership real and complete. 


Ordinary Agencies, 
found in all large centers of population, 
offer a full line of attractive low-cost 
Partnership Insurance Policies and in- 
vite the attention of brokers to this 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFigup, President 
Home Office, Newark, New Jersey 


This would 
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TEXAS LIFE INSURANCE 


18 Stock Carriers Had 1926 Assets of 
$105,970,451 





PREMIUM INCOME WAS $22,142,721 





Legal Reserve Companies’ Insurance in 
Force Was $1,979,311,100 

Austin, Texas, August 2.—Eighteen legal 
reserve stock life insurance companies having 
their domicile in Texas showed assets of $105,- 
970,451, as compared to $94,026,238 one year 
ago, or a gain of $11,844,213, a report of the 
Insurance Commission for the year ending De- 
cember 31, 1926, revealed. 

These companies have a capital of $6,091,- 
000 and a surplus of $8,215,818, or a total cap- 
ital and surplus of $14,306,818, against a cap- 
ital and surplus of $12,889,675, a gain of $1,- 
617,181 in 12 months. 

The total income for the past year of the 
legal reserve Texas companies was $36,846,- 
082, while the total income of the Texas com- 
panies for the previous year was $33,189,566, 
making a gain of $3,656,252. 

The net premium income for last year was 
$22,142,721, while the net premium income 
for the previous year was $20,111,150, or a net 
gain of $2,032,560. 

The 18 Texas companies now have in force 
in Texas $820,362,870 of insurance, while one 
year ago the Texas companies had in force 
$729,229,773 in this State, making a - for 
the year of $91,133,097. 

The report shows 97 legal reserve companies 
doing business in Texas that have their domicile 
in other States. These foreign companies en- 
joyed the premium income last year of $29,225,- 
201, while the year before they had a premium 
income of $26,896,190 in this State. 

They have in force in Texas $1,158,948 of in- 
surance. The combined assets of all the legal 
reserve life insurance companies doing busi- 
ness in Texas are $4,347,097, and they have in 
force in Texas $1,979,311,100 of life insurance. 


G. Russell Churchell Made General Agent 
at Syracuse 


Appointment of G. Russell Churchell, of the 
firm of Herrick & Churchell, general agents of 
the AEtna Life Insurance Company of Hartford 
at Syracuse, N. Y., to succeed the late S. M. 
Burbank, general agent for Kentucky, has been 
announced by Vice-President Kendrick A. 
Luther. Mr. Burbank, whose headquarters 
were in Louisville, died suddenly on June 30. 


Western India Life Figures 
The statement of the Western India Life In- 
surance Company of Satara, India, as of De- 
cember 31, 1926, shows that its net premiums 
last year aggregated Rs. 376,457, while its in- 
terest and other income amounted to Rs. 54,570. 


Claims totaled Rs. 47,977, and _ surrenders 
amounted to Rs. 4397. Expenses of manage- 
ment were Rs. 94,401. The assets at the end 
of the year were Rs. 1,312,379; the paid-in 
capital was Rs. 67,000; the life insurance fund 
stood at Rs. 1,064,992, and after providing for 
actual liabilities there remained a reserve fund 
of Rs. 42,475, a reserve for equalization of 
dividend of Rs. 5651, an investment reserve 
fund of Rs. 28,290, and a depreciation reserve 
of Rs. 3377. R. R. Kale is chairman of the 
Western India, and W. G. Chirmule is its man- 
aging director. 


MRS. RUTH SNYDER LOSES PLEA 
Motion to Dismiss Action of Prudential Is 
Denied 

Mrs. Ruth Snyder, convicted of the murder 
of her husband with Henry Judd Gray, lost 
her first move against the action of the Pru- 
dential Insurance Company of America last 
week when New York Supreme Court Justice 
Crain denied her motion to have the company’s 
plaint dismissed. The Prudential is denying 
liability under the policies on the life of the 
murdered Mr. Snyder on the ground that he 
did not know he was applying for them, never 
received the policies, was not aware of the 
amounts, etc. A description of the issues in- 
volved was given in THE SpecraTor last week. 
The Prudential’s complaint asked the cancella- 
tion of the policies and an injunction restrain- 
ing Mrs. Snyder from transferring them or 
disposing of them to another party who might 
make a claim on them. Mrs. Snyder, through 
her attorney, contended that an action at law 
should be brought and not a- proceeding in 
equity and that the case be heard by a jury. 

Justice Crain reviewed the case and, in re- 
fusing to dismiss the Prudential’s complaint, 
said: 

The plaintiff cannot sue at law, and if it 
cannot sustain an action for equitable relief 
it may be compelled to wait a prolonged and 
indefinite length of time without ability to pro- 
cure an adjudication on the question of the 
validity of the policies as contract obligations, 


with the attendant necessity of setting. aside, 
to its detriment during that period, the amounts 


which would be payable under the policies if , 


adjudged to be contracts binding upon it. This 
is a consequence from which the plaintiff is in 
a measure relieved if allowed to maintain the 
present action. These considerations lead to a 
denial of the motion. 


Bankers Life Progress 

Another “Onward March” year is in the mak- 
ing for the Bankers Life Company, Des Moines. 
On July 1 three-fourths of all the Bankers Life 
agencies had total productions for the first 
six months of 1927 in excess of their respective 
production for the same period of 1926. 

The greatest gain registered was that of the 
Los Angeles agency—$3,298,430. Eight agen- 
cies had gains of $1,000,000 or more, while 
eighteen agencies had added at least $500,000 to 
their July 1, 1926, totals. 
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SUGGESTS INDUSTRIAL 
SECTION 


President of American Life Conven- 
tion Proposes New Division 





} 





H. M. WOOLLEN WRITES TO COM- 
PANIES 





Believes Meetings Could Be Held Prior to 
Sessions of Main Body 
INDIANAPOLIS, IND., August 1—Herbert M. 
Woollen; president of the American Central 
Life Insurance Company of Indianapolis, and 
president of the American Life Convention, 
has written to companies that are members of 


the Convention and which are writing indus- 


trial insurance, suggesting that an industrial 
section of the Convention be organized. It was 
proposed that the industrial section be formed 
similar ‘to the Convention’s ordinary and med- 
ical sections. 

It is understood that while executives and 
representatives of industrial companies have at- 
tended the meetings of the Convention regu- 
larly, no time has been devoted to the problems 
peculiar to that class of insurance. Mr. Wooel- 
len believes the American Life Convention has 
the machinery to handle the additional sec- 
tion. 

It has been suggested that the industrial see- 
tion could be formed and could meet two days 
previous to the regular annual meeting of the 
Convention at the same time the legal section 
is meeting. In this way the head office of the’ 
Convention could oversee all details, keep com- 
plete records of the industrial section and have 


them published by the Convention. Detail work - 


of such a section could be carried out at far 
less expense by the Convention than if it were 
a separate organization, it is said. 

It will. be recalled that at the meeting of the 
Insurance Advertising Conference in Hartford 
this Spring, some of the industrial agency men 
who were present held a special meeting with 
a view to the possibility of forming an associa- 
tion to handle the peculiar problems of agency 
training and production in the industrial field. 
The meeting was separate from, and had 
nothing to do with, the sessions of the Adver- 
tising Conference but was held at that time 
simply for the sake of convenience as the lead- 
ers in the movement were then togther. A com- 
mittee was appointed to delve into the subject 
and make a report which, it is expected, will 
suggest a general session of the industrial 
agency men in the Fall when some definite plan 
of action may be arrived at. 


Equitable of lowa to Hold 1928 Convention ~ 


in Montreal 
The 1928 Production Club convention of the 
Equitable Life Insurance Company of Iowa, Des 
Moines, will be held in Montreal, Canada, July 
10, 11 and 12, at the Windsor hotel. 


‘agi! 
‘aes 


a 
? 
J 


ve 
vy 











Life Insurance 


THE SPECTATOR 


Thursday 











NO NOD NOL NO) NOL NOT NO) NO) NOD NOD NOD NO NO NOY NOY NO NOD.NG 


NODS NOL NO) SYD) NO NNO) NWO. NU XO) OO) 












JNO) NO) NNO NY NOD NOD NO NOY NOT NO SO) NO) SY. NOT NO G2 







. DARWIN P. KINGSLEY, President 








NYLIC INCENTIVES and AIDS TO SUCCESS 





.e NYLIC . CLUBS... 


THIRTY YEARS AGO the New York Life founded its 
D. S. O., the $200,000 CLUB, as an incentive to Distin- 
guished Service. It also provides every candidate with a 
definite, minimum, self-imposed task and yard-stick. 


and Quarterly business is credited $500 and $250, 
per $1000, only as each premium instalment is paid. 


[ Term insurance does not count. Semi-annual | 


Every year since its foundation this Club has played an important part in 
the growth of hundreds of earnest agents. 


Its greatest service has been to inspire average agents to 
reach, and remain on, a plane of success, 


Last year 930 Nylic agents qualified for the $200,000 
CLUB with a total paid production of over 312 Millions 
and 236 of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, requiring a mini- 
mum of $400,000, has recently been established. 


To those capable of still bigger things the TOP CLUB offers another 
incentive of LEADERSHIP with special honor-rewards of the Presidency, 
5 Vice-Presidencies-At-Large and 12 Departmental Vice-Presidencies for 
those who head the great list. 


Annual Educational Conferences for Club members furnish inspiration as 


well as practical sales-and-service information. 


Club membership helps the agent’s 
mental attitude and his professional 
equipment, while the larger pro- 
duction helps his pocket-book. 





Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are industrious, 
persistent, satisfied and 


happy? 


NEW YORK LIFE INSURANCE CO. ' 
346 BROADWAY, NEW YORK 





erected on the site of the famous 
old Madison Square Garden 














New Home Office Building now being 











Legislative Review 

(Concluded from page 3) 
ported, expenses, taxes and all other indebted- 
ness and including provisions for unearned in- 
come and for reinsurance of certain outstanding 
risks, are in excess of its assets, such company 
is insolvent. Act designated Chapter 801, Laws 
1927. 

Senate Bill No. 834 amending Sec. 11 and 22, 
Vital Statistics Law approved May 19, 1915, 
and relating to records of deaths and burials, 
Act designated Chapter 718, Laws 1927. 

House Bill No. 827 amending Sec. 594 Pol. 
Code relating to classifications of insurance, 


Retains provision requiring life company to. 


possess at least $200,000 capital stock. It makes 
no changes with reference to life, health or ac- 
cident insurance. Now designated as Chapter 
697. 

House Bill No. 1263 an emergency measure 
taxing intangible securities 1.45 per cent on full 
cash value. Act designated Chapter 223. 

The bulletin also has a resume of the recent 
New Hampshire general assembly. But two 
measures of interest to life insurance companies 
were passed. 

Senate Bill No. 68 exempts non-residents 
who pay transfer taxes in another State. Desig- 
nated Chapter 104, Laws 1927. 

House Bill No. 99 amends Sections 18 and 
19, Chapter 275 P. L. so as to provide that all 
life insurance written by foreign companies 


must be written or placed by resident agent, ° 


regularly commissioned and licensed to trans- 
act business in State. 

The current issue of the bulletin notes Com- 
missioner Wysong of Indiana in his opinion 
permitting the use of the American Men’s Table 
in Indiana with certain restrictions, and quotes 
from it at length. 

The bulletin also states that Alabama House 
Bill No. 359 is now before the Governor for 
signature or veto. It has passed both houses. 
It is a general revenue measure and provides 
among other things that a company before do- 
ing business, shall file or deposit with the 
Commissioner certified copy of its charter or 
articles and sworn statement of financial condi- 
tion prepared on convention form, such state- 
ment to be published at company’s expense in 
newspaper of general circulation at time of 
filing. Filing fee of $200 to be paid Commis- 
sioner and same amount payable annually there- 
after at time of filing annual statement. For- 
eign insurance companies are to be taxed 2 per 
cent less returned premiums, and domestic com- 
panies 1 per cent. Municipalities may also col- 
lect license fee and 1 per cent tax on gross pre- 
miums. Agency license fee $4 plus $1 for of- 
ficial seal on certificate. 


Mutual Life Changes 


The Mutual Life Insurance Company of New 
York has announced that James A. Church, 
manager at Columbus, Ohio, has resigned, and 
George A. Patton, now manager at Des Moines, 
Iowa, has been promoted to take his place. John 
H. Hauber, now at Scranton, Penna., will suc- 
ceed Mr. Patton at Des Moines. 
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TRUST AGREEMENTS 


John A. Reynolds Sees No Conflict 
With Insurance 








SAYS AGENT MUST UNDERSTAND 





PRINCIPLES 
Declares Companies Should Promote 
Trust Business and Train Represen- 
tatives 


“The caliber of insurance men is daily grow- 
ing better. Insurance men are becoming coun- 
selors, rather than salesmen. The selling of in- 
surance now is a profession,” according to John 
A. Reynolds, of the Union Trust Company of 
Detroit, in an address delivered before the an- 
nual convention of the general agents of the 
Northwestern Mutual Life Insurance Company 
at Milwaukee on July 27. 

Continuing, Mr. Reynolds’ address stated: 

I feel that the coming insurance man must 
learn more and more about trusts, without at- 
tempting to become a trust expert. I think he 
should understand the fundamental principles 
of trusts and know something about the opera- 
tion of trust companies. 

The life insurance man should get over the 
idea that he is disloyal to his own organization 
when he arranges to pay the proceeds of poli- 
cies into trust companies. If insurance com- 
panies felt they were ordained to do a trust 
business, they would call themselves trust com- 
panies. Trust companies are promoting the 
sale of insurance; they are not handling it, as 
a rule. Insurance companies should play fair 
and promote the development of the trust busi- 
ness for they both tend to the upbuilding of 
economic America. Insurance men should be- 
come better acquainted with bank officials and 
trust officials and learn that they are generally 
welcome. 

Trust companies have no business selling in- 
surance and ‘such trust companies as do sell 
insurance should discontinue the practice. I 
do not believe that employees of banks or trust 
companies should be licensed to sell insurance, 
and if they are licensed, I think they should be 
prohibited from selling insurance while they are 
employees of the bank. Trust companies ought 
to unite in promoting the insurance problem and 
should be properly respectful of the contracts 
which insurance companies write. Trust com- 
panies should not hold themselves out at any 
time of being capable of giving opinions on. in- 
surance contracts. No trust company has the 
right to tell its clients that the life insurance 
trust is superior in any way to a life insurance 
contract in force and they should not be per- 
mitted to do so. Trust companies should spend 
more money advertising the sale of insurance 
and endorsing it. If the trust companies are not 
properly respectful of insurance, they give evi- 
dence of their own insufficiency. 

Steps are being taken to establish a uniform 
type of trust agreement that will be used by the 
majority of trust companies and will coincide 
with most of the requirements of the insurance 
companies’ home offices. 


Acacia Mutual Conducting “Building” 


Contest 


A novel plan in the way of a contest has been 
started by the Acacia Mutual Life Association 
of Washington, D. C. J. P. Yort, secretary 
and actuary, has just mailed to each agent a 
framed cardboard on which is a tracing of the 
new home-office building which is to be dedi- 
cated April, 1928. A colored picture of the 
building is cut into blocks or “stones” and the 


agent pastes one stone on the tracing for every 
thousand of insurance paid for. When he has 
paid for $150,000 the picture of the building is 
completed and he has earned his invitation to 
the dedication convention. 


ADDS NEW FORMS 
Washington Fidelity National Broadens 
Policy Offerings 

Cuicaco, Irt., August 2—The Washington 
Fidelity National Insurance Company of Chi- 
cago has expanded its line of ordinary policies 
by the addition of five new forms. They are 
premium reduction whole life; twenty-payment 
life; twenty-year endowment; endowment at 
age 85 and a special whole life policy issued 
only to preferred risks. 

These policies contain all of the usual fea- 
tures of ordinary forms such as loan, cash sur- 
render, paid-up life insurance and automatic ex- 
tended term, and for payment of the proceeds 
in monthly instalments instead of lump sum. 
The company also is announcing optional bene- 
fits for extra premiums of double death bene- 
fit for death caused by accident and for total 
and for monthly payments and waiving of pre- 
miums for total and permanent disability from 
accidental causes only. 

In order to celebrate the offering of this 
new line, the first five hundred will be person- 
ally autographed by H. R. Kendall, chairman 
of the board; G. R. Kendall, president, and 
James F. Ramey, secretary. 


Bankers Reserve Life Has Arkansas State 
Agency 

LitrteE Rock, Arx., August 1—The Bank- 

érs Reserve Life Company of Omaha, Neb, 

has established a State agency for Arkansas in 

Little Rock. It will. be managed by Hayes & 

Wright, with offices in 810 Rector building. The 


firm consists of W. G. Hayes, who has been — 
engaged in the insurance business in this State: - 


for many years; and A. D. Wright, late of 
Paragould. 


Protective Life’s ‘“Home-Coming” Con- 
vention 

‘The Protective Life Insurance Company, 
Birmingham, will hold its first “home-coming” 
convention of agents in that city on August 18 
and 19. All agents ‘of the Protective Life and 
of the Alabama National Life have been in- 
vited, those who qualified in the recent “Found- 
ers’ Day Campaign” as well as those who did 
not. The qualified agents will have their ex- 
penses to the convention paid by the company. 


Conservative Life Will Increase Capital 


According to recent action taken by the di- 
rectors of the Conservative Life Insurance Com- 
pany of Sioux City, Ia., that organization will 
increase its capital from $100,000 to $200,000 
and will have three additional directors. The 
Conservative Life, of which Burton Saxon is 
president, plans to enter Nebraska and South 
Dakota, though at present it is doing business 
only in Iowa. 


CHARGE MISMANAGEMENT 


Accounting Asked of Mutual Aid 
Union Officers 








APPOINTMENT OF RECEIVER URGED 





Five Companies Involved in Arkansas Case 
—Alleged Indebtedness Is $410,000 

Littte Rock, Ark., August 1—Mismanage- 
ment and misappropriation of funds of the 
Mutual Aid Union of Arkansas, Rogers, is 
charged in a petition filed in the Benton county 
circuit court here, by R. H. Whitlow and others. 
The suit asks for an accounting by its officers 
of the funds alleged to have been misappro- 
priated or diverted to the use of other organ- 
izations and asks appoiritment of a receiver 
for the Mutual Aid. Union of Arkansas, the 
Mutual Aid Union of Oklahoma, the Progres- 
sive Life Insurance Company,' the Union Aid 
Life Insurance Company and the Union Life 
Insurance Company. 

The Union Life and the Union Aid Life In+ 
surance companies are heavily indebted to the 
Mutual Aid Company, according-to the petition, 
which declares that the:affairs of the companies 
are so intermingled that a receiver’ for all of 
them is necessary to preserve the assets and 
protect the members ‘of the Mutual Aid Union. 

The Mutual Aid Union is.a mutual pro. rata 
assessment insurance association with 60,000 
members. 

Indebtedness to membets of at least $410,000 
is alleged»in the suit. Hearing before Chan 
cellor. Seamster was postponed by agreement. 

Of the amount asked, it is alleged that the 
Union Life is indebted to the Mutual Aid Union 
of Arkansas ‘for $160,000. Directors of the 
Mutual Aid ‘Union of Arkansas are declaredto 
be indebted to the members of the Mutual Aid 
Union in the sum of $150,000, . The: Union Aid 
Life Insurance Company. is indebted to the 
Mutual Aid Union of Arkansas in the sum of 
$50,000 as expenses of Organization and opera- 
tion funds.» The‘ Progressive Life is indebted 
to the Mutual Aid Union of Oklahoma in the 
sum of $50,000. It is alleged that. in organizing 
the Union Life, the Progressive Life and the 
Union Aid companies funds belonging to the 
two mutual aid uinons were used. The Insur- 
ance Department of Arkansas also is concerted, 
for the allegation says that, “with the consent 
of officers in the State’ Insurance Department 
of the State of Arkansas, the Union Life In- 
surance Company has deposited certain property 
with said department at grossly inflated values 
to maintain the. legal reserve as required: by 
law.” 


Becomes Minnésota ‘Manager for Interna- 
tional Life 


St. Louis, Mo., Aug. 1—The International 
Life Insurance Company of St. Louis reports 
the appointment of R. C. Caldwell. as manager 
for Minnesota, with headquarters in Minne- 
apolis. 

For three years prior to joining the: Interna- 
tional Life, Mr. Caldwell was field superintend- 
ent-of agents for -the Central Life — 
Company .of Des Moines, Ia. 
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You Who Seek Opportunity 


Opportunity exists always for those who 
seek success and satisfaction in life insurance 


field work. 
During 84 years the first American legal 


reserve mutual life insurance company has been 
served and built to greatness by men who found 
both success and satisfaction in so doing. 


This company writes all standard forms of 
insurance and annuities on both men and women. 


Age limits 10 to 70. 


Those who contemplate life incavence 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 











Will you know when you have 
found the opportunity your 
ambition demands? 


Old enough to be soundly es- 
tablished, yet young enough to 
afford the valuable advantage of 
“srowing up with the Company.”’ 
The Franklin offers the field man a 
golden opportunity to expand to 
the limit of his ability. The Com- 
pany has open territory in nine- 
teen States; a complete line of 
policies that compare with the best 
policies of any company; a record 
of conservative financial manage- 
ment combined with aggressive 
field expansion; and—has trebled 
in size in the last ten years. 


On January 1, 1927, the insurance 
in force was $191 ,560 326.00 




















Thirty Two Years 
OF 


Personal Service 


Has gained the confidence of 
our policyholders and enabled us 
to build an organization of which 
everyone connected with it is 
mighty proud. 


THE GLOBE GROWS 
GREATER, SAFER, AND 
BETTER EACH YEAR 


THE GLOBE MUTUAL LIFE INSURANCE 
— COMPANY OF CHICAGO 


T. F. BARRY, Founder 
POSE BARRY DIETZ WILLIAM J. ALEXANDER 


President Secretary 











BUILDING CONSTRUCTION 


As applied to 
FIRE INSURANCE 


and 


INSPECTING FOR FIRE 
INSURANCE PURPOSES 
By DOMINGE and LINCOLN 


authors of 
Fire Insurance Inspection and Underwriting 


A clear, concise textbook in understandable lan- 
guage, giving the fire insurance essentials of 


FRAME OR COMBUSTIBLE CONSTRUCTION 
BRICK OR ORDINARY CONSTRUCTION 

MILL OR SLOW BURNING CONSTRUCTION 
FIREPROOF OR FIRE RESISTIVE CONSTRUCTION 
PLAN REVIEWING TO OBTAIN LOWEST RATES 
UNDERWRITING INSPECTION PROCEDURE 


PRICES: 
Bab ORE COMES. 0 5.6 50.0359:4> a0 ks oe pe wcehed $1.00 
SS SR SS Pa a ie ee ase. $1.50 
Liberal discounts in wholesale quantities. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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ISSUES WARNING 





Oregon Commissioner’s Statement 
Against Twisting 





SEES LOSSES TO POLICYHOLDERS 





Conversion of Contracts Should Always Be 
Made With Original Company, He 
Believes 


Declaring that the activities of life insurance 
agents toward inducing policyholding to ex- 
change their endowment and limited pay poli- 
cies for ordinary life policies in other compa- 
nies, under the guise of securing more for their 
insurance investment, operates to a definite loss 
to the policyholder, and, while technically with- 
in the strict letter of the law, is “dangerously 
close” to the prohibited practice in insurance 
business called “twisting,” Insurance Commis- 
sioner Clare A. Lee, of Oregon, has sounded 
a warning to policyholders and agents against 
this practice and offers some expert economic 
and business-principle advice upon the subject. 

Commissioner Lee, in a statement just made 
public, questions the clean salesmanship phase 
of the business, characterizes the practice as 
merely an agents’ commission scheme and coun- 
sels policyholders, in the event of a desire to 
exchange their original policies for a different 
form of protection, to deal with the company 
issuing the original policy as a matter of econ- 
omy to the policyholder, justice and fairness 
to the original company and, from the insur- 
ance standpoint, as having a salutary effect in 
reducing the lapse and cancellation ratio of all 
companies and the fostering of public confidence 
and security in life insurance generally. 

“The Insurance Department has been so- 
licited for its attitude toward agents who are 
persuading policyholders to cancel endowment 
and limited pay policies, taking their cash sur- 
render to purchase ordinary life policies with 
a competitive company, representing that thus 
the policyholder receives more for his insurance 
investment,” says Mr. Lee, “The department 
has no hesitancy in stating that such practices 
could operate to a definite loss to the policy- 
holder.” Continuing, he said: 

_ There is a time when a limited payment pol- 
icy is selected and is of special value to the 
policyholder. There is also a particular reason 
for an annuity and everyone knows the value 
of an old age endowment. 

If one can safeguard those dependent upon 
him in the event of his death and, at the same 
time, insure himself against dependency in old 
age, he has obtained double protection and it 
cannot be denied that this is more of a safe- 
guard than if he had purchased insurance for 
but one of the contingencies mentioned. 

I am inclined to the belief that over-ambitious 
agents influence policyholders to exchange the 
before-mentioned policies for ordinary life or 
whole term policies in competitive companies 
solely that the agent may thus obtain a com- 
mission thereon. Though their argument may 
sound plausible the practice is not a good one 
and, while possibly within the strict letter of the 
law, is not to be classed as clean salesmanship 
and is dangerously close to “twisting” as I 
define it. 

In case a policyholder wishes to change from 
a higher priced to a lower priced policy I be- 
lieve that the proper and just procedure is for 


the policyholder to make the change in the orig- 
inal company, the new policy to be given the 
same date as the original and for the same 
amount of insurance as the premium would 
have bought at the date of the original pur- 
chase. This could be done without sacrificing 
the commission which would go to the agent of 
another company, if the change were made 
through a competitive company, and would 
save to the policyholder a second acquisition 
cost which must be charged and which is plainly 
an economic waste. 


A. VAN GOLDMAN MADE MANAGER 
Prudential Opens New Office in Chicago 


A new office, to be known as the La Salle 
Ordinary Agency, has been established in Chi- 
cago by the Prudential Insurance Company of 
America, Newark. It is located in the Illinois 
Merchants Bank building. 

In appointing A. Van Goldman as manager 
of this new office, the Prudential has selected 
an insurance man who from the outset of his 
career has created an enviable record. 

In assuming charge of the La Salle Agency 
Mr. Goldman returns to his native State. He 
was born in Illinois and believes there are 
great possibilities for writing a large volume 
of ordinary business in its largest city. 


Eureka-Maryland Promotions and Appoint- 
ments 

The Eureka-Maryland Assurance Corpora- 
tion, Baltimore, has announced these changes: 
In the industrial department Assistant Superin- 
tendent J. B. McKenna of Philadelphia has 
been transferred to an assistant superintendency 
at Washington. Through his splendid work in 
the Philadelphia district, Agent C. Salinger has 
been promoted to an assistant superintendency 
at Baltimore. Agent Ralph Shields, who has 
a highly creditable record with the company, 
was advanced to an assistant superintendency 
at Baltimore. Agent Janes of the Northern 
Division, cited for his outstanding ordinary pro- 
duction, has been rewarded with an assistant 
superintendency at Pittsburgh. Agent H. D. 
Estep has been promoted to an assistant super- 
intendency at Pittsburgh. 

In the ordinary department, the changes are 
as follows: 

H. Clay Dodson, former manager of the life 
department of Hagey Campbell Company, has 
been appointed general agent at Pittsburgh, 
and the Industrial Insurance Agency is now 
representing the Eureka-Maryland at Akron, 
Ohio. 


G. D. Newton Joins Travelers 

G. D. Newton, former Indianapolis newspaper 
man, and more recently an instructor in the de- 
partment of journalism at Indiana University, 
will join the staff of the publicity department 
of the Travelers Insurance Company, Hartford, 
on August 10. Mr. Newton’s first reportorial 
work was at Shelbyville, Ind., and after gradua- 
tion from Indiana University he went to’ the 
Indianapolis Star. A year later he went to the 
Indianapolis News and for two years had 


charge of the copy desk on that newspaper. 
During the past two years he has been an mem- 
ber of the faculty of Indiana University. 


II 





WESTERN RESERVE LIFE GETS 
CHARTER 
Texas Company Has $100,000 Capital—$1,- 
- 000,000 in Applications Already 
Promised 

The Western Reserve Life Insurance Com- 
pany of San Angelo, Texas, has received its 
charter from the Secretary of State with the 
approval of the State insurance department. 
The capital and surplus of the venture are $100,- 
000 each, fully paid, ahd the company, it is said, 
has already been promised $1,000,000 in applica- 
tions as soon as the books are opened. 

A. A. Belding, formerly of Breckenridge, is 
the principal organizer, among the large stock- 
holders being Levi Smith, president of the Big 
Lake Oil Co.; Ira G. Yates, rancher and owner 
of the Yates oil field in Pecos county, and Carl 
Cromwell, West Texas independent oil operator 
and general field manager of the Texona Oil 
& Land Co. 





Agents Promise to Put Midland Mutual in 
$100,000,000 Class 

Cuicaco, Inz., August 1—Over 250 agents of 
the Midland Mutual Life of Columbus pledged 
themselves to place their company within the 
hundred million dollar class by December 31 
at the annual convention of the Leaders’ Club, 
which was held here last week. The company 
is observing its twenty-second anniversary this 
year and it was pointed out that if the Mid- 
land Mutual passes the hundred million mark 
it will achieve a great record because to date 
no company under thirty years old had that 
amount of insurance in force. 

The company now has ninety-three millions 
in force. H. B. Arnold, president, headed a 
delegation from the home office, the others 
being George W. Steinman, vice-president and 
secretary; V. J. A. Hawkins, agency manager ; 
W. M. West, assistant superintendent, and J. 
Charles Rietz, actuary. Among the invited 
speakers were Darby Day, W. W. Williamson, 
Harry McNamer, and C. M. Cartwright. 





Guardian Life’s Convention 

The convention of the Guardian Life Insur- 
ance Company of America, New York, will be 
held in the Edgewater Beach hotel, Chicago, on 
August 8, 9 and 10. The Leaders’ Club of the 
company, of which Max Reinboth is president, 
will gather at the same time. 

Home-office officials who will be present in- 
clude Vice-President T. Louis Hansen; Inspec- 
tor of Agencies James A. McLain; Associate 
Actuary Valentine Howell; Agency Assistant 
Frank F. Weidenborner, Jr., and others. The 
work of agents in the field will be particularly 
stressed, and the welcome to the city of Chi- 
cago will be delivered by Walter E. Webb, vice- 
president of the National Life of the U. S. A. 


Great Western Insurance Lays Building 
Cornerstone 

With appropriate ceremonies, the cornerstone 
of the new home-office building of the Great 
Western Insurance Company will be laid at 
2015 Grand avenue, Des Moines, Iowa, today. 
Henry B. Hawley, president of the Great West- 
ern, will act as chairman of proceedings. 
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= $'926— 
ANOTHER ONWARD 
MARCH YEAR 


Total of new Life Insurance issued, increased 


and restored (paid-for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in 
which this Company has shown a gain in 
new paid-for business over the preceding 
year. 





The total of life insurance in force on De- 


cember 31, 1926, was: 


$909,479,363 





BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 


Des Moines, lowa 




















THE 
ALEXANDER LIFE INSURANCE COURSE 


A Series of Five Books Covering the Fundamentals’ 
Principles and Practice of 


THE LIFE INSURANCE BUSINESS 
By Wii.t1AM ALEXANDER 
One of the world’s ablest insurance writers 


What Life Insurance Is and What It 


inher seid otty és oc Gaeaen wae Price, $1.50 
How to Sell Insurance.............. ‘6 $2.00 
Income Insurance for Family Protec- 

re ae po ees ‘6 $1.50 
Art of Insurance Salesmanship...... ‘6 $2.00 


One Hundred Ways of Canvassing... ‘‘ $3.50 
Complete Course, 5 Books, $10.00 





Other Books by Mr. Alexander 


The Successful Agent (Just Published)...... Price, $2.50 
Life Insurance Simply Explained (New)..... Price, $1.00 


A few hours’ course in the elements of the business 


Life Insurance Fables for the Man in the 
EF ER mre mee ae Price, 50 Cents 


Insurance Fables For Life Underwriters. .....Price, $1.00 





The Nine Books Listed Above 


At their individual prices would cost $15.50 
Special Price, all 9 Books, $13.00 
THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 











We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 
H. M. HARGROVE, President 














Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ~ 





The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 
agents. 
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PER CENT OF MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-NINE 
LIFE INSURANCE COMPANIES, FROM 1907 TO 1926, INCLUSIVE 


































































































24 | 1925 | 192 ” cy _ = 4 
21 | 1922 | 1923 | 19: 9: 
COMPANIES 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 1911 | 1926 | 1921 | 1926 | 1926 
Aetna Life........++++ 3.62 | 3.97 | 3.51 | 3.86 | 3.92 | 4.72 | 4.69 | 5.21 | 5.44 | 5.05 | 4.58 | 5.01 | 4.22 | 4.83 | 6.71 | 6.26 | 5.54 | 6.65 | 7.95 | 8.50 | 3.78 | 5.02 | 5.04 | 8.77 2 
Berkshire......-.-.-++ 3.20 | 3.38 | 2.91 | 2.68 | 2.47 | 2.73 | 2.96 | 3.49 | 3.47 | 3.00 | 2.60 | 2.28 | 2.04 | 2.74 | 3.70 | 4.58 | 3.36 | 3.69 | 4.44 | 4:56 | 2.93 | 3.14 | 2.77 | 4.01 re) 
Connecticut General. ..| 4.03 | 4.17 | 4.02 | 3.98 | 4.18 | 4.27 | 4.41 | 5.12 | 5.41 | 4.61 | 4.16 | 4.19 | 4.14 | 4.76 | 6.53 | 4.49 | 6.89 7.24 | 8.13 | 8.39 | 4.11 | 4.82 | 4.91 | 7.20 137 
Connecticut Mutual...} 2.06 | 2.45 | 2.60 | 3.02 | 3.36 | 4.38 | 4.64 | 4.65 | 4.84 | 4.20 | 3.90 | 3.85 | 3.47 | 4.20 | 5.43 | 5.12 4.61 | 4.82 | 5.05 | 4.97 |: 2.72 | 4.54] 4.24 | 4.91 $13 
Equitable, New York..| 5.46 | .48 | 4.58 | 4.53 | 4.22 | 4.50 | 4.40 | 4.79 | 4.93 | 4.30 | 4.18 | 3.91 | 3.60 | 4.60 | 6.69 | 6.92 | 5.80 | 5.83 | 5.43 | 6.03 | 4.66 | 4.59 | 4.69 | 5.91 . 
itable, Des Moines.} 4.43 | 4.55 | 4.15 | 4.16 | 4.86 | 5.28 | 5.75 | 6.01 | 5.41 | 5.51 | 5.50 | 5.29 | 3.99 | 4.63 | 6.06 | 6.76 | 5.37 | 5.43 | 4.81 | 5.24 [4.45 | 5.58 | 5.22 4.60 | 5.12 
eotien. New York...| 6.41 | 4.69 | 4.38 | 4.10 | 4.53 | 4.95 | 5.07 | 5.87 | 5.69 | 4.95 | 5.40 | 4.59 | 4.56 | 4.82 | 6.64 | 7.06 | 5.87 | 5.90 | 6.00 | 5.89 | 4.81 | 5.31 | 5.25 6.03 -< 
Home Life...........- 7.50 | 5.93 | 5.55 | 5.72 | 5.91 | 5.65 | 5.59 | 6.09 | 6.34 | 5.92 | 5.19 | 5.64 | 4.89 | 5.86 | 7.16 | 5.79 | 4.22 | 4.27 | 4.28 | 4.61 | 6.11 | 5.89 | 5.82 | 4.61 4 
John Hancock......... 8.74 | 8.99 | 7.15 | 6.61 | 6.24 | 6.03 | 5.83 | 6.10 | 6.05 | 5.14 | 5.08 | 4.77 | 4.93 | 5.32 | 6.67 | 5.77 | 5.42 | 6.19 | 5.57 | 5.60 | 7.40 | 5.80 | 5.51 | 5.74 can 
Manhattan. .........- 8.76 | 5.55 | 4.77 | 4.35 | 4.71 | 4.90 | 5.64 | 6.60 | 8.78 | 7.24 | 6.55 | 4.88 | 5.39 | 5.08 | 9.82 | 9.45 | 6.89 | 8.35 7.79 | 7.41 | 5.64 | 6.62 | 6.22 | 7.14 x 
Massachusetts Mutual.| 3.97 | 3.76 | 3.77 | 3.42 | 3.44 | 3.77 | 3.72 | 3.86 | 3.99 | 3.66 | 3.42 | 3.01 | 2.41 | 3.08 | 3.91 | 3.62 | 3.51 | 3.84 |.3,95.| 3.92 | 3.66, | 3.80 3.27 | 3.65 | 3.98 
Metropolitan......... 14.12 |15.91 |12.64 110.46 |10.41 |10.03 |10.00 | 9.50 | 9.08 | 7.03 | 5.85 | 5.75 | 6.29 | 6.77 |10.50 | 8.67 | 6.36 | 6.88 | 5.30 | 5.71 |12.44 | 3.89'| 7.38) 6.46 4 
Michigan Mutual...... 10.07 | 9.34 | 6.94 | 6.68 | 7.38 | 7.22 | 7.50 | 8.66 | 9.56 | 7.46 | 7.41 | 7.19 | 4.71 | 5.70 | 8.74 | 8.53 | 3.88 |10.08 {10.44 | 9.19 | 8.12 | 8.05 | 6.75 | 7.78 Ho 
Mutual Benefit........ 3.46 | 3.04 | 2.54 | 2.27 | 2.70 | 2.58 | 2.40 | 2.62 | 2.62 | 2.32 | 2.01 | 1.88 | 1.49 | 1.62 | 2.12 | 2.14 | 2.00 | 2.19 | 2.25 | 2.41 | 2:78 | 2.55 | 1.88 | 2.35 aa 
Mutual, New York....| 5.22 | 4.25 | 4.39 | 4.28 | 4.19 | 4.51 | 4.46 | 4.86 | 4.84 | 4.34 | 3.99 | 4.61 | 3.44 | 4.39 | 6.20 | 5.07 | 4.95 | 5.61 | 4.83 4.37 | 4.46 | 4.60 | 4.38 | 4.89 B 
National Life Vt...... 7.06 | 5.17 | 4.83 | 3.87 | 3.85 | 3.70 | 3.54 | 3.93 | 4.31 | 3.70 | 3.10 | 2.78 | 2.31 | 2.76 | 4.02 | 4.88 | 3.05 | 3.49 | 3.82 | 3.58 | 4.77 | 3.84 | 3.13 3.71 | 3.77 
New England ie aeahen 4.23 | 4.03 | 3.89 | 3.10 | 3.12 | 2.85 | 2.92 | 3.03 | 3.34 | 2.98 | 2.84 | 2.86 | 2.25 | 2.66 | 4.05 | 3.28 | 2.93 | 3.40 | 3.20 | 3.18 | 3.54 | 3.07 | 2.97 3.18 rer 
2 Peer 6.55 | 5.40 | 4.77 | 4.22 | 3.95 | 4.19 | 3.74 | 3.99 | 4.09 | 3.81 | 3.62 | 3.78 | 3.69 | 4.04 | 5.40 | 4.93 | 4.55 | 4.78 | 4.70 |. 4.83 | 4.98 | 3.96 | 2.76 4.75 ‘3 
Northwestern Mutual..| 3.79 | 4.06 | 3.78 | 3.67 | 3.87 | 3.73 | 3.41 | 3.56 | 3.64 | 3.07 | 2.45 | 2.24 | 1.75 | 2.08 | 2.99 | 2.68 | 2.46 | 2.53 | 2.41 | 2.38 | 3.83 | 3.47 | 2.31 2.46 515 
Pacific Mutual. ....... 5.17 | 5.28 | 4.57 | 4.50 | 4.05 | 3.65 | 4.02 | 4.04 | 4.31 | 4.57 | 3.99 | 3.60 | 2.91 | 3.29 | 5.56 | 6.09 | 5.13 | 6.10 | 6.11 | 6.03 | 4.70 | 4.14 | 3.96 6.37 K 
Penn Mutual......... 7.09 | 7.66 | 4.37 | 4.47 | 4.19 | 4.17 | 4.09 | 4.22 | 4.52 | 3.52 | 3.58 | 2.98 | 2.37 | 2.93 | 3.82 | 3.80 | 4.01 | 3.66 | 3.41 | 3,40 | 5.40 | 4.09 | 3.42 | 3.82 4.05 
Phoenix Mutual. .| 5.77 | 5.41 | 4.44 | 4.04 | 4.27 | 4.54 | 5.29 | 5.11 | 5.26 | 4.30 | 3.33 | 2.80 | 2.91 | 3.02 | 4.10 | 4.08 | 3.57 | 3.71 | 4.16] 4.48 | 4.74 | 4.90 | 3.27 | 4.01 a 
Provident Mutual -| 4.12 | 4.40 | 4.27 | 4.12 | 4.34 | 4.66 | 4.99 | 5.92 | 6.08 | 5.55 | 4.89 | 4.14 | 3.83 | 4.61 | 5.20 | 5.39 | 4.75 | 4.83 | 5.10 | 4.89 | 4.25 | 5.48 | 4.56 | 4.99 3.95 
Prudential...... 6.67 | 5.03 | 4.24 | 4.81 | 3.80 | 4.13 | 3.79 | 4.54 | 4.52 | 3.96 | 3.24 | 3.10 | 3.67 | 3.40 | 4.28 | 3.82 | 3.41 | 4.19 | 3.68 | 4.29 | 4.79 | 4.22 |.3.60 3.59 Hi 
State Mutual... 4.71 | 4.65 | 4.04 | 3.70 | 3.85 | 3.45 | 3.66 | 3.92 | 3.90 | 3.44 | 3.46 | 2.99 | 2.57 | 3.10 | 3.60 | 3.16 | 3.06 | 3.40 | 3.40 | 3.21 | 4.06 | 3.68 | 3.15 | 3.24 | 2. 
NB io ss ccnnesws 4.68 | 4.91 | 5.03 | 5.64 | 5.11 | 4.82 | 4.91 | 5.60 | 5.80 | 4.85 | 5.60 | 4.36 | 3.53 | 4.13 | 5.95 | 6.26 | 6.34 | 7.12 | 7.20 | 7.86 | 5.09 | 5.21 | 4.76 | 7.16 6.19 
Union Central......... 4.32 | 4.06 | 3.40 | 2.79 | 3.08 | 3.39 | 3.90 | 4.43 | 5.10 | 4.66 | 4.44 | 3.96 | 3.02 | 3.23 | 5.02 | 4.38 | 3.64 | 3.72 | 4.22 | 4.35 | 3.50 | 4.34 | 3.95 | 4.07 re 
Union Mutual......... 7.07 | 4.62 | 2.93 | 2.85 | 3.81 | 3.98 | 4.74 | 4.83 | 5.91 | 5.40 | 4.61 | 4.27 | 3.95 | 5.46 | 4.86 | 4.97 | 4.45 | 4.38 | 4.37 | 4.17 | 4.25 | 4.97 | 4.45 4.47 Her 
United States...... ...| 7.95 | 7.78 | 6.12 | 6.61 | 5.70 | 5.58 | 6.33 | 8.16 |10.19 | 9.72 | 8.95 | 8.50 | 7.51 | 6.66 | 9.08 | 9.99 {10.97 | 9.36 | 8.53 | 8.41 | 6.88 | 8.01 | 8.14 9.41 i 
Ave. (29 Companies).| 6.57 | 6.33 | 5.51 | 5.05 | 5.04 | 5.17 | 5.00 | 5.28 | 5.35 | 5.48 | 4.13 | 3.95 | 4.04 | 4.45 | 6.35 | 5.64 | 4.96 | 5.24 | 4.76 5.07 | 5.59 | 5.05 | 4.70 | 5.11 | 5.07 
high lapses, rates included 


Group Insurance and industrial business excluded. In considering ratios, following factors must be noted: Intermediate business of industrial companies carrying hii 


and variation in segregation of Terminations as between surrender, lapse and expires 








5000 EMPLOYEES GET GROUP IN- 
SURANCE 


Metropolitan Life Writing All Benefits 
Under Plan for Cleveland Railway 


The most comprehensive group insurance 
program ever put in force in the City of Cleve- 
land, one that guards against every contingency 
affecting earning power, except unemployment, 
has been provided for the benefit of the 5000 
employees of the Cleveland Railway Company. 

For the purposes of the insurance plan, five 
classifications of employees have been drawn 
up on a wage-scale basis, and coverage will 
vary for the different classes. Those workers 
earning less than $1500 a year will receive 
$1500 life insurance, $1500 accidental death and 
dismemberment insurance, $12.50 weekly sick 
and non-occupational accident benefits for a 
maximum of thirteen weeks and an annuity, 
or pension, of $1.20 a month for each year of 
service. The annuity constitutes a monthly 
benefit, payable for life, when the employee 
has attained the age of 65 years and has com- 
pleted twenty-five years of service. The re- 
tirement income is also payable in event of re- 
tirement due to permanent disability after twen- 
ty years of service. 

The amount of life insurance remains fixed 
for all classes, but other forms of protection 
are graduated up to maximum amounts of $2000 
accidental death and dismemberment insurance, 
$20 weekly sick and accident benefits, and re- 
tirement benefits of $4.80 a month for each 
year of service. 

The program is set up on a co-operative basis, 
whereby employer and employees will share 
the cost of the protection. 

According to representatives ‘of the Metro- 
politan Life Insurance Company, New York, 





which is underwriting all divisions of the pro- 
gram except the life insurance, the contract 
for retirement benefits is the largest ever issued 
by an insurance company with the exception of 
the one covering the insurance company’s own 
employees. 


PHOENIX MUTUAL’S GAINS 


Company Has Almost Reached Half-Billion 
Mark 


According to a statement by the Phcenix Mu- 
tual Life Insurance Company of Hartford, 
covering the first six months of 1927, its in- 
surance in force has almost reached the half- 
billion mark, with an actual total of $494,000,- 
000. Its assets are $107,000,000, a substantial 
increase and the high point in its 76 years of 
business. 

The average beneficiary of Phcenix Mutual 
policyholders is receiving nearly one-fourth 
more insurance money than was received on 
the average under claims paid in the first half 
of 1926, an interesting indication of the grow- 
ing size of insurance estates, 

Premium income for the half year (includ- 
ing annual, single, new, and renewal premiums) 
was $9,012,612, an increase of almost 13 per 
cent over the corresponding period of 1926, 
when the figure was $8,792,851. New business 
is being written in satisfying volume. 

Owing largely to the greater amount of in- 
surance in force, death cleams have increased 
somewhat both in number and total amount. 
In the first half of 1927 there were 530 cases, 
amounting to $2,249,204; in the same period of 
1926 there were 487 cases, amounting to $1,- 
878,575. The ° average beneficiary was paid 
$4244 during the early half of 1927. 
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Anthony Fokker, Aircraft Builder, Insures 
Life for $50,000 

Aviation insurance, for aviators and aircraft, 
is growing rapidly. Following the recent ex- 
ample of Colonel Lindbergh in securing $25,- 
000 of insurance on his life, and fire, property 
damage and public liability insurance on the 
“Spirit of St. Louis” during the period of his 
country-wide tour now in progress, Anthony 
Fokker, the well-known ace and manufacturer, 
has obtained a permanent policy for $50,000 on 
his life. Both of these policies were written 
through Barber & Baldwin, Inc., aviation gen- 
eral agents for the United States Life Insur- 
ance Company. 

Barber & Baldwin announced that in addition 
to the policy on Fokker’s life, they had also in 
sured a number of Fokker planes, located at 
many places throughout the country, against 
the hazards of fire, accidental damage, tornado, 
public liability, passenger liability, property 
damage and compensation under the comprehen- 
sive aviation policies of the Independence com- 
panies of Philadelphia. 


British and American Life Assurance 
Practice 

The last of. the special series in The Statist 
upon the above subject deals with vocational 
training for agents. It ascribes the energy and 
enthusiasm of the United States agents largely 
to the development of educational ideas con- 
nected with their calling, The circumstances 
differ in England, where most agents write in- 
surance as.a sideline and do not depend upon 
such business for their living. _This system 1s 
held accountable for the lack of energy among 
British agents, who are more mediums for in- 
troductions than actual canvassers for business. 
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AX@AAIZTHPION 


It’s Greek to most people — the 
ASOAAIZTHPION — for that reason 
many do not read it. They feel that 
they would know no more after they 
did, than before. This is unfortunate, 
for failure to read and understand 
the AZOAAIZTHPION has resulted in 


losses which could have been avoided 


had the AZOAAIZTHPION been read. 


All this is probably Greek to you un- 
til we explain that AXOAAIZTHPION 
means “insurance policy.” Now read it 
over again and see how easy it is to 
understand when just one word is ex- 


plained. 


It is the same with your client —a 
word of explanation from you can help 
make his insurance policy clear and pos- 
sibly eliminate serious consequences in 
case of loss. 


“The Continental Commands Confidence” 


Che CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, N.Y. 


ERNEST STURM, Chairman of the Boar 
PAUL L.MAID, Preside 


CASH CAPITAL“ TEN MILLION DOLLARS 


NEW YORK * CHICAGO * MONTREAL * SAN FRANCISCO 
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FIRE INSURANCE 





FAVORS STATE FUND 


Michigan Governor Reported Willing 
to Re-establish Plan 








TOTAL ONCE OVER $500,000 





Report Asked from Insurance Commission- 
er—Companies and Agents Object 


LansinG, Micu., July 30.—Action toward re- 
viving the State fire fund in Michigan has been 
launched by administration forces, it was dis- 
closed recently at meetings of the State ad- 
ministrative board. This fund, which at one 
time totaled more than $500,000, constituted the 
State’s self-insurance medium. The plan was 
abandoned, however, shortly after Governor 
Alex. J. Groesbeck came into office and the 
administrative board was formed as it was 
claimed at that time that the setting aside of 
a special fund to meet fire losses constituted a 
specious saving since it involved extra book- 
keeping and merely diverted monies that would 
otherwise go into the general fund. 

It is now reported that Governor Fred W. 
Green favors the fire fund plan and believes 
that it should be re-established. To this end, 
the State board has asked for a report on the 
subject by Commissioner Charles D. Livings- 
ton of the insurance department. The report 
has not yet been submitted, however, accord- 
ing to Charles W. Foster, secretary of the 
State board. Mr. Livingston is now on his 
vacation and the status of the report is not 
known by other officials of the department. 

There is considerable question as to whether 
the fire fund could be reinstated at this time 
without special legislative action. It might be 
possible, it is admitted, for the State board 
to withhold from appropirations for the various 
institutions sums corresponding to their rated 
contributions to the fund. Insurance men say, 
however, that the legality of this procedure 
might be questioned as the legislature passed 
the appropriations to meet specified budget re- 
quirements and no provision was made for the 
fire fund. Many State officials contend that 
the fund might save more than its cost -in 
extra bookkeeping if it could avoid an extra 
session of the legislature through meeting a 
large fire loss. It is argued that the special 
fund is absolutely necessary if the State is to 
practice self-insurance as the general fund fre- 
quently contains only sufficient monies to meet 
designated expenses and a large withdrawal to 
make up a fire loss would place the State in 
an embarrassing position. 

The State conservation department is dis- 
tinctly in favor of reinstating the fire fund, it 
was indicated at a recent meeting of its com- 
missioners. At that time it was decided to 


establish a special fund for that department 
alone unless the State’s fund were put into 
operation again. The commissioners discovered 


at this meeting that property owned by the de- 
partment is now uninsured and it was appar- 
ently deemed uneconomical to insure through 
the regular company channels. 

Despite the conservation department’s attitude 
there has been considerable insuring with pri- 
vate carriers by various State agencies and in- 
stitutions and the companies are known to have 
obtained a fair premium volume from the State’s 
business since the fire fund plan was dropped. 


ASKS PERMIT REVOCATION 
State Mutual Fire Association May Be 
Ousted 

LittLE Rock, Arkx., August 1—The revoca- 
tion of the permit of the State Mutual Fire 
Association, an Arkansas fire insurance com- 
pany, was asked by the State insurance depart- 
ment in a report to Attorney-General H. W. 
Applegate. 

The company has offices in Little Rock and 
Newport and was organized in January, 1925. 
It is the only mutual fire insurance company in 
existence in the State, according to Jack Ma- 
loney, Insurance Commissioner. 

Mr. Maloney said that “a full investigation 
of all matters pertaining to the company led 
the department to believe that it is not a safe, 
conservative business and that the company’s 
assets are not sufficient to justify the policy- 
holders to rely on the company.” Mr. Maloney 
said that it is the duty of the attorney-general 
to institute court proceedings asking the re- 
vocation of the company’s charter and that if 
after a court hearing the company is found to 
be in an unstable condition the charter will 
be revoked. 


Norske Lloyd Case 

(Concluded from page 3) 
United States branch of the company must be 
treated as a separate entity and that this was 
not insolvent, even though the Norwegian home 
office was. Creditors of the United States 
branch, he said, were American claimants in 
class one only. The opinion handed down 
recommends that the New York Superintend- 
ent of Insurance be directed to compute the in- 
terest on each of the allowed claims from the 
period due down to the time of payment. It will 
be recalled that a previous decision in this case, 
made by the Court of Appeals, held that the 
United States branch of a foreign insurance 
company must be considered as a separate cor- 
poration and that when it was liquidated only 
claimants whose claims had arisen through 
transactions with the branch could be satisfied 
from the assets in the custody of the Super- 
intendent of Insurance. The present decision 
of Judge Luce is regarded as settling the law as 
regards interest applying to United States 
branches of foreign insurance companies and 
thus clarifying an issue over which there has 
been much litigation. 
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FIRE PREVENTION 


Arkansas Has New Rules and Regula- 
tions 








BECAME EFFECTIVE AUGUST 1 





Cover Periodical State and 
Local Inspections 

Littte Rock, ArKk., August 2—New fire pre- 
vention rules and regulations, promulgated by 
the State Insurance Commissioner and fire mar- 
shal under authority of Act No. 115 of the 1927 
legislature, became effective throughout Arkan- 
sas, August 1. 

The new rules are intended to supplement 
existing laws and to supply regulations where 
none exist, according to J. S. Maloney, State 
Insurance Commissioner and fire marshal. They 
are not intended to supplant city ordinances 
covering the same subjects, if such ordinances 
are being enforced. 

At least one fire drill a month is required in 
all public schools, and fire prevention methods 
must be taught in the schools not less than 20 
minutes a week. A text for this study has been 
adopted by the State Textbook Commission. 

The regulations provide that trash, , rubbish, 
waste paper, empty packing, boxes, barrels, 
excelsior and other combustible materials of a 
like nature must not be kept upon premises in 
the business district or within 30 feet of any 
building for longer than a day, and at no time 
inside a building unless in a metal container 
with cover. Burning of trash and other com- 
bustibles in the business district is prohibited 
except in incinerators made of metal or other 
safe material. Such burning must not be done 
at night. 

Gasoline, naphtha, benzine and other light 
products of crude petroleum must not be kept 
above ground, within the business limits or fire 
limits of any city or town in greater quantities 
than five gallons in any on any building, and 
then only in metal container free from leaks. 
Explosion of fireworks or pyrotechnics is pro- 
hibited within the business district of any city 
or town. 

Smoking is prohibited in public buildings 
where people congregate in large numbers. 
Dynamite and other explosives must not be kept 
within the business district of any city or town, 
except in small quantities in metal containers 
marked “dangerous” explosives.” Up to 50 
pounds of gunpowder may be kept in stores in 
ordinary canisters away from artificial heat and 
light. 

Chiefs of fire departments are required to 
make fire prevention inspection not less than 
four times a year in business districts and twice 
a year in residence districts. All fire hazards 
found shall. be called to the attention of the 
owner or occupant, who shall be required to re- 
move or correct the fire danger. 


Provisions 
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Soy, FIRE AND LIFE 






GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 








FIRE REINSURANCE TREATIES 
Eagle Fire Insurance Company 


New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











NorTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 











Address Home Office For Agency Connection 


ut HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


NORFOLK, VA. 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board Presiden 














Atlantic Life Insurance Company 
Richmond, Virginia 
Assets more than $17,000,000 
Insurance in force more than $142,000,000 


Atlantic Life is paying 544% interest on proceeds of 
policies left with the Company on the instalment 
and trust fund options. 


“Honestly, It’s the Best Policy’ 


CASH CAPITAL 
$2,500,000.00 





NEW HAMPSHIRE 
FIRE INSURANCE CO 


Manchester, N. H. 
ASSETS $13,679,785.77 


$6.994,698.54 


POLICYHOLDERS' SURPLUS 
$6,685,087.23 











“-EIGHTEENTH-CENTURY ENGRAVER AT WORK 
FROM MARIETTE, PIERRES GRAVEES” ae 


Insurance on Silverware 
Covering All Risks in All Situations, except, Denting, 


Wear and War Risks 
RATE 1%. MINIMUM PREMIUM $5.00. 


A. F. SHAW & COMPANY 


175 Maiden Lane Insurance Exchange 
New York City -: g 4 Chicago, Ill. 
General Agents - ‘All Risks" Department 


Post } 
Sfaitt Fire & Marine Insurance Co. 
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VOTE ON AMENDMENTS 


7 Sections of “Palmer Plan” Adopted 
by Ballot 








ACTION OF CHICAGO BOARD 





Members Unwilling to Codify and Desig- 

nate Brokerage and Commissions 

Cuicaco, Irt., August 1—Seven of the 
eight amendments proposed as a part of the 
“Palmer Plan” to regulate fire insurance con- 
ditions in Cook county were adopted, a tabu- 
lation of the deferred balloting revealed, but 
Amendment No. 1, that .which specified the 
brokerage between members and tried to bring 
Class II agents under the control of the Board, 
was defeated. This amendment lacked 9 votes 
of the necessary 60 per cent majority. 

The voting of the members indicates that 
they are willing to tax themselves more for the 
Board’s service and to make entrance of new 
members more.costly and selective, but that they 
are unwilling to codify and specify the broker- 
age and commissions to be paid. The one 
redeeming result of the voting, according to 
some members, was the adoption of an amend- 
ment giving the executive committee the power 
to enforce honorable dealings between members 
and towards the public. This amendment makes 
effective some of the general provisions of the 
constitution and received the highest vote, 117. 
The other amendments adopted, all of which 
go into effect September 1, and their votes, 
follow: 

Doubling Class I dues, but providing that 
half is to be paid into the membership fund 
and the other half into the general fund, 99 for, 
47 against; raising Class I entrance fee from 
$750 to $1000, 113 for, 29 against; requiring 
eligibility blanks, 112 for, 30 against; requiring 
registration of Class I members, supervising 
Class II and filing of complete list of Class 
II agents, 104 for, 38 against; making a bond 
a qualification for membership, 116 for, 25 
against; and, fixing effective date at September 
1, 108 for, 36 against. 

Ninety-two votes are necessary for adoption. 
It was the opposition of the companies that de- 
feated the new brokerage schedule and the 
agents are now looking to them to offer a 
substitute. 


ILLINOIS FIRES COST $18,448,938 
Total for Last Year is $2,000,000 Greater 
Than 1925 
St. Louis, Mo., August 1—The fire demon 
exacted a total of forty-one lives, injured 
seventy-nine persons and cost fire insurance 
companies and individual owners $18,448,938 in 
Illinois during 1926, according to statistics com- 
piled by Elmer Weider of Mount Olive, IIL, 
historian for the Illinois State Firemens Asso- 
ciation. He based his findings on reports re- 
ceived from various fire insurance companies 

and from city fire departments. 

The $18,448,938 was $2,000,000 greater than 
the 1925 total loss. 

Fifteen cities in the State reported they had 
no fires in 1926, but other cities had a total of 
32,502 fires compared with 30,828 in 1925. The 


cities paid for the support of fire departments 
in 1926 a total of $9,117,682, a gain of $1,000,- 
000 compared with 1925. 

Concerning the causes of fires the report re- 
vealed that carelessness continues the largest 
factor in the heavy fire loss, 7473 fires being 
charged to that cause. Misuse of matches 
ranked high with 2526 fires due to that. Other 
classes were: spontaneous combustion, 729; 
electricity, 1653; defective chimneys, 2800; roof 
sparks, 2883; overheated stoves and furnaces, 
1490; incendiarism, 120; lightning, 213; auto- 
mobiles, 1253; explosions, 530; fireworks, 46; 
petroleum, -919. 


H. BELDEN SLY RESIGNS 
Leaves Post as Vice-President of Em- 
ployers Fire 

H: Belden Sly, formerly vice-president of 
the organization, has severed all connection 
with the Employers Fire Insurance Company, 
Boston, his resignation having been accepted. 

Subject to careful supervision as to all mat- 
ters of underwriting and business policy by 
Vice-President Artemas B. Poor, and as to all 
matters of accounting and finance by Treasurer 
Franklin P. Horton the affairs of the company 
will be administered hereafter by Edward A. 
Larner as respects commercial fire, by Frank 
W. Martin for automobile, by George T. Brad- 
bury in regard to accounts and by Percy W. 
Linscott in all claim and loss matters. 

All administrative officers of the Employers’ 
Group will participate in the proper carrying on 
of the affairs of the Employers Fire Insurance 
Company. 


Agencies Discount to Co-operative Buy- 
ing Club 

Satt Lake City, Utan, August 1—A co- 
operative buying association has been organ- 
ized here to be known as Buyco of America. 
Members are entitled to substantial discounts on 
many things. Two insurance agencies have 
been signed up to date, one of them offering 
members of the Club 25 per cent discount, 
which is equivalent to making the new associa- 
tion an agent, or thereabouts. Buyco of Amer- 
ica is in charge of local men and is getting 
members rapidly. So far it has paid no dis- 
counts, due to the fact that it has been in exist- 
ence but a few weeks; too early to collect, the 
officials said. Members buy their own com- 
modities or service and then turn in the bill 
to the Club for collection of the discount. 


Changes in Associated Underwriters, 
Chicago 

Cuicaco, Int., August 2—Linus H. Long, 
vice-president, and B. N. Anderson, secretary- 
treasurer of the Associated Underwriters, Inc., 
attorney-in-fact for Chicago Lloyds, have with- 
drawn from the firm and Edward E. Swadener 
has been elected director, secretary and treas- 
urer, and Hobart P. Young has been elected 
a director, to replace them. The entire cor- 
porate interests of Mr. Long and Mr. Ander- 
son have been taken over by Robert E. Kenyon, 
president of the Associated Underwriters. The 
company reports satisfactory business for the 
first six months of 1927. 
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LOCAL BOARDS 





Agents’ Association Gives “Forty Rea- 
sons” Why 





WALTER H. BENNETT’S LETTER 





Secretary of National Body Stresses Need 
of Organization 


Walter H. Bennett, secretary of the National 
Association of Insurance Agents, under date of 
July 30 has sent out a letter to State officers 
of the Association drawing attention to the pub- 
lication of a booklet, entitled “Forty Reasons,” 
which the Association has prepared to cover 
the subject of local boards. The National As- 
sociation is striving to create a class of agents 
who, by use of the organiaztion’s emblem, will 
convey to the insuring public the same guaran- 
tee of worth that the word “sterling” does. on 
silver. RR 
Secretary Bennett says that the first Step 
toward the creation of such a class is to muster 
competent agents into local boards, and for that 
reason the booklet is being distributed. In 
his letter regarding “Forty Reasons,” Mr. Ben- 
nett says in part: 


President Frank L. Gardner, of New: York, 
and Chairman W. E. Harrington, of Georgia, 
feel that a booklet prepared by the National + 
Association is the most illuminating document * 
on local boards that has béen issued. "It is | 
entitled “Forty Reasons.” 

Every reason represents an accomplishment 
of some local board. How the board attracts 
more and new business to its members; how a 
joint publicity campaign assists toward that 
end; how agents are helped in their relations 
with one another, with State departments, com- 
panies and company bureaus, and how they may 
contribute to the public service of the business, 
as well as many other matters, are explained in 
detail. 

The particular point of appeal in the book- 
let has been to provide an answer to the ques- 
tion which agents so frequently ask when they 
are approached on the subject of local board.or 
State association membership; namely, “What 
do I get out of it?” They are now given “Forty 
Reasons” for board membership from both 
the personal and the unselfish viewpoint. 

Most agents believe in organization. Most 
of them believe in local boards, but some are 
willing to let the other fellow bear the burden. 
Agents are not alone in their belief that a 
local board organization is important. Not 
long since, a prominent manager of a large 
American fire insurance company said in a 
letter to me: 

“T am strongly in favor of local boards and 
I think the greatest service that can be rendered 
by the National Association to the business as 
a whole is by aiding and supporting local boards 
in every community of five thousand or more . 
people, because there is no business on earth 
that is so provincial in its character as that of 
insurance and none where the necessities differ 
so greatly, based on the requirements of the 
communities and the natures of the industries in 
which the people are engaged.” 

I agree with everything he says except the 
statement referring to five thousand people in 
a community. 





Walter Stone Appointed 
Henry W. Brown & Co., New York, an- 
nounce the appointment of Walter Stone as 
assistant manager and underwriter for the com- 
panies under their management. 
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An Exceptional Opportunity 


for 
General tainey Contract 
Unusually Liberal Terms 
splendid Territory 
ome Office Cooperation | 


Oldest Legal Reserve Company in Texas. 


_ Texas Life Insurance Company 
Write Today Waco, Texas 














Are You The Man? 


ear et rowemn seen yan enveent eggartantip welts yas. An estab- 


LIFE INSURANCE COMPANY 
intends to open an Ageney in 
BRADFORD, PA. 


Tf offers—to the right man—an exceptionally good proposition. 

The man we want must have a clean and commendable record. He sheuld 
also know how to select, train, and stimulate sub-agents. 

Compensation will saginte generous commissions and renewals with drawing 
account or salary and expenses. 

If you ean ‘fill the bill,"’ write and tell us all about yourself, in strict confi- 


Address Ag Manager, care THE SPECTATOR. 

















The Home Life Insurance Company of America 


Incorporated 
PROTECTS THE aiabonad FAMILY 


aaa heeeemeeeenemeeaenaneemeeereneeeninneeeinseen 

This Company issues oa modern forms of policy contracts from BIRTH 
to 60 years next birthda 

INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 

date of issue and are up-to-date in every respect. 

A Y POLICIES contain valuable se WT DISABILITY and 
TOTAL AND PERMANENT PESAaUsTY © AUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed a State Endorsement. 


A Home Life policy brings ce of 

mind to the man who loves his fealty. 
Basil S. W President P. J, Cunningham, Vice-President 
Joseph L. i Darkiny Seer John J. Sallagher, Treasurer 





The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
The Western Fire Insurance Company 


HOME OFFICES 
FORT SCOTT, KANSAS 


Established in 1910. 

Operating in 18 States. 

Combined Assets $2,635,400. 

Combined Capital and Surplus $1,059,040. 
Cash Income, 1926, $1,733,186. 


“4-4 4-4 -4 


Desirable Agency opportunities 
in unoccupied territories 


E. C. GORDON RAY B. DUBOC 
Secretary President 

















Independence Square Philadelphia, Pa. 





Det E. Bryan Kyle, Medical Director | 








THE WOMAN’S BENEFIT ASSOCIATION 


ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Ber efit Society in the World Composed Exclusively of Women 
The Rates are Adequate ; 
Total Membership including Juniors is over 270,000 
The Reserve Fund is over $21,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Member: 
Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infz ats 
Its Reviews are Social and Welfare Centers 


Write for Information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 
Supreme Commander Port Huroe Michigan Sunreme Record Keeper, Port Huren, Michigan 





GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky,.Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 














NEW YORK TO PARIS BY AIR 











It Can Be Done 


Lindberg proved a non-stop flight from 
New York to Paris COULD BE DONE. 
Likewise this Company is proving tits 
agents, by its splendid co-operation, ..nex- 
celled service and attractive yet adequate 
rates, that its Auto Insurance can be SOLD 
EASILY. 

Become one of our agents and profit 
thereby. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 


&. C. STEWART & w. coon 
President Vice-Pres, & Gen"! Mgr, 
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LOUISIANA TROUBLE 


State May Assess Stock 
Companies 








DECLARATION BY JOHN D. SAINT 





Failure of Rating Bureau to Provide for 
Insurance Commission Is Difficulty 


“The commissioners had no alternative in this 
matter but to follow the mandates of the law,” 
John D. Saint, member of the Louisiana Insur- 
ance Commission, said in speaking of the com- 
mission’s attitude in the controversy that has 
developed as a result of the refusal of the 
Louisiana Rating and Fire Prevention Bureau 
to provide the commission with $7500 to con- 
tinue its regulatory work. Commissioner Saint 
spoke before the Baton Rouge Insurance Ex- 
change and practically the entire membership 
was in attendance. The purpose of the address 
was to give the agents first-hand information 
on the subject, which has a State-wide interest 
in view of the fact that the commission has re- 
quested Attorney General Percy Saint and its 
special counsel, State Senator Delos R. John- 
son, to prepare the necessary resolutions and 
documents wherein each stock fire insurance 
company will be assessed a given sum to meet 
the commission’s demand. 

The commission, according to Mr. Saint, had 
heretofore interpreted the law as equitably as 
intelligence would permit and, although the 
commission has “great powers and unlimited 
authority over the insurance companies of 
Louisiana, we have never used this authority to 
force a single issue; on the contrary, I think 
the companies have resorted to a technicality to 
use force in an unlawful manner. What more 
could we do than to turn the matter over to the 
attorney general, your accredited legal repre- 
sentative ?” 

Commissioner Saint made it clear that the 
matter at issue between the commission and 
the Louisiana Rating and Fire Prevention Bu- 
reau, which represents about 208 stock fire in- 
surance companies doing business in this State, 
“does not hinge on the $7500 required by the 
commission, which is neither friendly nor un- 
friendly in its attitude towards the companies, 
nor on how our previous sum of $25,000 has 
been spent.” The question at issue, Commis- 
sioner Saint said, “is the authority of the insur- 
ance commission to regulate insurance compa- 
nies in Louisiana. Continuing, he said, “The 
insurance companies do not like to be regu- 
lated.” They oppose having to report to State 
authorities. But their commerce is so perti- 
nent to the interests of every citizen that the 
State recognizes the necessity of a regulatory 
body and thus the insurance commission came 
into being.” 

Mr. Saint acquainted the members of the lo- 
cal exchange with details that led to the adop- 
tion of Act 302 of the 1926 session of the leg- 
islature creating the insurance commission and 
its subordinate body, the Louisiana Rating and 
Fire Prevention Bureau, and much of the splen- 
did work that has since been accomplished by 
the commission. He also explained that three 


times since the law became operative the com- 
panies have made application to the commission 
for, or attempted, to increase rates. 


“The first instance,’ added Commissioner 
Saint, “was the unthought-of attempt of the re- 
tiring insurance rating bureau to raise rates 
before the commission held its organizational 
meeting and which we promptly threw out. 
Secondly, the windstorm application was made 
and the briefs on this application make curious 
reading matter. It is unthinkable that the com- 
panies should have thought to secure an in- 
crease in windstorm rates on such irregular 
and unprepared briefs. So the windstorm rates 
were unadjusted because for the second time the 
companies had come before the commission with 
documents which had no standing in court— 
their case had not been made nor properly pre- 
sented. The third time the companies came be- 
fore the commission with an application for 
increase in fire rates, but this was again a case 
where they had not complied with the law in 
submitting conclusive evidence or facts and fig- 
ures as required by law and this application had 
no standing in court. 


“Do the companies think this commission is 
made up of men who have no regard for their 
sacred obligations as public servants?” asked 
Commissioner Saint. “Do they think we will 
interpret the law literally against public policy 
and let slip by such momentous adjustments af- 
fecting so vitally the commerce of Louisiana? 
I give them credit for believing we are sworn 
to a fair and unbiased application of the law.” 





G. C. COOPER MADE CHAIRMAN OF 
GENERAL EXCHANGE INSURANCE 
Livingston L. Short Succeeds Him as Pres- 
ident—Two New Vice-Presidents 
G. C. Cooper, formerly president, has been 
elected chairman of the Board of the General 
Exchange Insurance Corporation, New York, 
and former Vice-President Livingston L. Short 

was elected president to succeed him. 

D. M. Hinrichs and L. L. Lukes were both 
elected vice-presidents of the corporation. The 
corporation was organized by the General Mo- 
tors Corporation in July, 1925, to write fire 
and theft insurance on cars financed by the 
General Motors Acceptance Corporation. 


Fire Prevention in an Italian Hotel 

A friend of C. C. Dominge, assistant secre- 
tary of the Great American of New York, who 
is sojourning in a mountainous district of Italy, 
has sent him a copy of a placard which occupies 
a prominent position in the lobby of the hotel 
at which he is staying. It reads as follows: 


ATTENTION TO THE Fire! 

Mosquito netts and beds get specially easy in- 
flamed. It is dangerous to light matches, keep 
burning candles or smoke close to them and to 
throw burning matches on the floor. Atten- 
tion ! 

The Management, 
Hotel Cappucini Convent, 
Amalfi, Italy. 
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FIRES IN IOWA 
First Six Months of 1927 Show Reduction 

Des Morngs, Iowa, July 29.—A summary of 
fire losses in Iowa from January 1 to July 
1, 1927, shows a_ cosiderable improvement 
over the same period a year ago, The total 
number of fires in the State for the period men- 
tioned is 3056, as against 3621 during the same 
period a year ago, showing an improvement of 
nearly six hundred. There is also a consider- 
able reduction for the first six months of the 
year in the total loss over the same period a 
year ago. The total loss for the first half of 
this year is given at $3,659,858, as against $4,- 
915,151 in the same period last year. 

It is interesting to note the various causes 
that contributed to the fire losses of the present 
year. There were 170 fires caused by defec- 
tive flues with a total loss of $269,795. The 
shingle roof comes in-for a large loss, sparks 
from chimneys upon such contributing 785 fires 
with a total loss of $429,344. From unknowa 
causes, 405 fires are cited with a total loss of 
$1,548,005. 


Chicago Fire Insurance Premiums 
Below will be found the amounts of pre- 
mium receipts in Chicago in the fiscal years 
ending June 30, 1927, and June 30, 1926, of the 
fire insurance companies which respectively re- 
ceived $100,000 or more of premiums in the last 
fiscal year: 


Name and Loéation 





of Company 1927 1926 

Aetna, Hartford. ........ Be pote F $809,624 
Allianee, Philadelphia SO RAG Ste 170,474 169, 
American Alliance, N, Y......-- 107,339 97,327 
American Central, St. Louis. 167,586 6 
TRON, FIONN igs os cgpeencese 162,800 159,583 
Brit. Und. Agency.........-.+-- 840 132,523 
Buffalo, Buffalo. .......6e¢-+05. 129,729 110,749 
Caledonian, Edinburgh......... 188,945 160,262 
Commerce, "Glens Falls.......... 100,531 1,968 
Concordia, Milwaukee... ....... 163,174 155,608 
Dubuque F. & M., Dubuque.... . 220,757 165,020 
Eagle, Star & Brit. Doms., London 104,827 8, 
Employers, Boston...........-. 112,358 77,209 
Fire Association, Phila.......... 299,321 249,243 
Firemen’s, Newark. ........++-+- 210,963 145,774 
Girard F. & M., Phila.........- 141,411 113,659 
Glens Falls, Glens Falis Ee 356,67 286,780 
Globe & Rutgers, N. V ee 375,786 361,508 
Comet American, N. Y...... 287,006 362,055 
Hanover, N. ¥......02+- 2 170,202 156,515 
Hartford, AES 760,527 688,683 
Home, We agai ccnsacnacd 633,154 665,360 
Ins. Co. of N. A., Phila......... 730,824 671,084 
Ins. Co. of State of Pa., Phila... . 120,472 26,765 
Liverpool & L. & G., Liverpool. ? 297,853 368,832 
London Assur., London OR 329,306 278,743 
London & Lancashire, London... 276,435 7,534 


London & Scottish Assur., London 102,047 50,926 
Mechanics, Philadelphia......... 
Merchants, Pe) eae 
Milwaukee Mech., Milwaukee... . 
National-Ben F: ranklin, Pittsburg. 126,621 79,015 
National, Hartford............. 
National Security, Omaha....... 112,481 75,091 





Newark, Newark............-+- 259,916 231,176 
New Hampshire, Manchester. ... 123,778 115,981 
N. Y. Underwriters, N. Y....... 142,552 5,617 
Neagage hi Ws 5 ceo sree ccteus 179,518 180,622 
Niagara Detroit Und., N. Y 144,221 108,130 
Northern Assur., London lai seen oe 212,136 182,868 
Marth Bivet. No O vccks wiser es de 161,764 113,014 
Northwestern Natl., Milwaukee. . 154,337 179,381 
Norwich Union, Norwich........ 117,327 115,389 
Orient, Fitetie <5 o os ances cs 252,750 264,810 
Pacific, POO WE ok va Hees os 143,944 82,865 
Palatine, Londom... 620666 ccsvees 153,504 157, 
Phila. F. & BE PU 6 dc ewe cece 186,607 155,455 
Pittsburgh Underwriters, Pitts... 106,357 131,887 
noma y a Providence. 144,920 132,611 
Onaresh IN Wn ois ccaneiadan enna 265,745 175,825 
Reliance, Philadeiphie ae 173,203 141,917 
Rochester _ be Re Saae oer e 110,055 101,965 
Royal, Liverpool. 42. ..2.-s cesses 648,648 673,651 
St. Paul F. & M., St. Paul....... 284,842 6, 
Soria field F. & M., Springiieid. 115,517 410,896 
fandard, N Lvadheimmes emda TOD ARS. cas 
Sete N icin id Sn 8 264,245 113,113 


127,572 98/215 
154,735 121,906 
243,824 241,249. 
177,130 146'811 


Travelers Pi ire, Hartford. . 
United States Fire, N. Y. aaa 
Westchester, N. Y........--+--- 
World F. & M., Hartford........ 
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OVER HALF A CENTURY OF 








INSURANCE SERVICE 


SOME IMPORTANT INSURANCE PUBLICATIONS HANDLED BY 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


LIFE INSURANCE PUBLICATIONS 


Accountancy, by Francis W. Pixley $2.40 
Actuarial Theory, by Wm. A. Robertson & F. A. Ross 10.00 
Blood Pressure 1.25 
Constructive Salesmanship, by John A. Stevenson 3.00 
Elements of Actuarial Science, by R. E Underwood 2.00 
Elements of Business Statistics, by Robt. Riegel 4.00 
Elements of Vital Statistics, by Arthur Newsholme 7.50 
Inheritance Taxation, by A. Otis & R. B. Gleason 15.00 
Inheritance Tax Computations, by Forrest Morton 2.00 
Insurance Office Organization, Management and Accounts, 

by T. E. Young and Richard Masters 1.75 


FIRE INSURANCE 


Appraisers & —— Handbook, by Wm. Arthur $5.00 
Automatle Sprinkler Protection, by Gorham Dana 3.50 
Common Hazards of Fire by G. W. Ridley 2.00 
Condensed Chemical Dictio 5.30 
Cycl ia of Fire Prevention & Insurance 14.80 
Dust Explosions, by D. J. Price & H. H. Brown 3.00 
Essentials of the Fire Insurance Business, by E. A. Ketcham 
manda Grading & Re Schedule, by E.G. Richards 4.00 
ience i ting e, by E. G. Ri : 
Fidd Practice 1.50 
Fire & Explosion Hazards of Commercial Oils 5.00 
Fire Insurance Law, by E. R. Hardy 2.00 
Fire Prevention & Fire Protection, by J. K. Freitag 5.00 
Handbook of Fire Protection 4.00 
Handbook to Marine Insurance, A, by Victor Dover 4.25 
Insurance, by T. E. Young 3.00 
Insurance Principles & Practices, by Robert Riegel and H. J. 
Loman 6.00 
International Insurance Intelligencer $20.00 
Lectures on Fire Insurance , 1.50 


Insurance Trusts, by C. A Scully $3.00 
Life Insurance by Maclean 3.50 
Life Insurance, and How to Write It, by J. M. Langstaff 1.75 
Life Insurance Examinations, by Foxworthy 9.00 
Mortality Laws & Statistics, by Robt. Henderson 1.80 
Old Age Dependency in the U S., by Lee Welling Squier 2.35 
Principles of Insurance (Life Vol.) by F. W. Gephart 2.00 
Principles of Insurance, by Eke 1.50 
Statistics of Fraternal Societies—(Fraternal Monitor) 1.25 
Tables for Sub-Standard Risks, by Copeland & Cothran 100.00 
Walford’s Insurance Encylopedia 31.50 
Yale Readings in Insurance, by L. W. Zartman Revised by 

W. H. Price 8.50 


PUBLICATIONS 


Marine Insurance, by S. S. Huebner 
Marine Insurance, by Wm. D. Winter 
Marine Insurance Clauses 
Moral Hazard, by Wm. Vlachos 
New Building Estimator, by Wm. Arthur 
Pitman’s Secretary’s Handbook, by Herbert E. Blain 
Principles of Insurance, (Fire Vol.) by W. F. Gephart 
Principles of Marine Law, by Lawrence Duckworth 
Property Insurance, by S. S. Huebner 

Estate Educator 
Richards on Insurance 
Sea Insurance According to the British Statute 
Semmanns Cancellation Tables, by Oscar J. H. Semmann 
Sunderlin’s Lectures on the Fire Insurance Contract 


OMe HD Crmeo 


JO 2 23 10 § O. ms 
SSSSSRsqagass 


30 Lectures 40.09 
Technology of Fire Insurance and Guide to Fire Insuranve 

Surveying, by John Howard Blood 9.50 
Walford’s Insurance Encylopedia 31.50 
Yale Readings in Insurance by Lester W. Zartman 3.60 


CASUALTY INSURANCE PUBLICATIONS 


Accident & Health Insurance Lectures $1.50 
Automobile Manual 2.50 
Combination Automobile Insurance Manual 4.60 
Construction of Mortality & Sickness Tables, by W. P. Elderton 


and R. C. Flippard 1.80 
Credit Insurance, by S. B. Ackerman & J. J. Neuner 1.25 
Fidelity Bonds, by M. B. Walker 8.25 
Huddy on Automobilvs, by Xenophon P. Huddy 16.00 
Insurance and the State, by W. F. Gephart 1.75 
Law and Practice as to Fidelity Guarantees, by Christmas 

Evans and F. H. Jones 2.50 


Motor Insurance $1.75 
Personal Accident & Sickness Insurance, by H. J. Hastings 1.75 
Ready Reference Digest of Accident & Health Insurance 6.50 
Study of Workmen’s Compensation Insurance Laws and 


Service Monopoly of Competition 5.00 
Surety Agents Guide, by Edward C. Lunt 1.25 
Surety Bonds, by Edward C. Lunt 2.50 
Walford’s Insurance Encylopedia 31.50 
Workmen’s Compensation Insurance, by C. E. Golding 2.00 
Workmen’s Compensation Law Digest 5.00 


THE SPECTATOR COMPANY 
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BOSTON RATES 


Increases Opposed by City’s 
Mayor 








CONFERENCE WITH INSURANCE 
COMMISSIONER 





Municipal Official Declares Per Capita Loss 
of $6.59 Is Not True Figure 


Boston, Mass., August 2.—Following closely 
upon the announcement some days ago by the 
Board of Fire Underwriters of an advance in 
rates on certain classes of risks for Boston and 
its metropolitan district, a hot protest has come 
from Mayor Malcolm B. Nichols against put- 
ting the increase into effect. An estimated max- 
imum of 15 per cent has been promulgated, 
which went into immediate effect, applicable to 
certain risks rated by schedule, pending the 
specific rates, to which the Mayor objects 
largely on the grounds that Boston’s fire record 
has been greatly reduced and that the Board 
has failed to take into consideration the im- 
provements in the city’s fire protection. He 
claims in respect to losses, that a percentage of 
$6.59 in 1926, which places Boston second 
among the worst fire waste offenders in the 
country, is not an actual per capita ratio in 
that it includes also the outlying area of the 
city comprised in twenty-seven cities and towns, 
and affecting likewise the increase in the loss 
ratio of 8.6 per cent over 1925. It is said here 
that the Mayor has declared his intention of 
taking the matter before the Board of Appeal 
of which the Commissioner of Insurance is 
chairman, or even to the legislature, should the 
Board of Underwriters persist in its action. 

An informal conference last week . between 
the Mayor and Commissioner Monk had no 
definite results. The commissioner informed a 
representative of THe Specrator that there 
was nothing he could do until a request for a 
hearing was received by him when the opportu- 
nity would be given for an investigation into 
the charges, as contemplated by the statute. 
Officials of the Boston Board made similar 
statements which indicated that when the com- 
missioner asked them they would furnish him 
all the information available. 

Differences of opinion as to the expediency 
of the Boston Board’s action are expressed by 
the general agents. Some believe it was inop- 
portune in that better conditions now prevailed 
in Boston due to the energies of a new fire 
commissioner, the high pressure service and the 
new signal system. Others declared that there 
was no question but that for several years 
rates had been altogether inadequate to cover 
the losses and that when the price on commodi- 
ties in general increased a few years ago, fire 
insurance rates remained unchanged, with con- 
stantly increasing losses and expenses, in some 
offices jumping from 50 to 100 per cent. This 
fact, they said, the mayor has apparently lost 
sight of. Such reductions as the companies 
have made have often been on poor risks in- 
stead of on good premium paying risks involv- 
ing several lines, and some of the agents are 
of the opinion that consequently it is difficult 
to justify an increase on certain mercantile and 
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manufacturing risks such as contemplated in 
the recent advance. 


Nothwithstanding this “tempest in a tea-pot,” 
expressions are heard at the office of the Com- 
missioner of Insurance that jead to the conclu- 
sion that there is considerable dissatisfaction 
over the high rates for fire insurance not only 
in Boston Board territory but within the juris- 
diction of the New England Exchange. Dur- 
ing past months several cases have been heard 
by the Board of Appeal and findings thereon 
are expected shortly. 


Boston Carries Liberal Marine Reserves 


A: report of an examination of the Boston 
Insurance Company made in 1926 by the Mass- 
achusetts Insurance Department contains the 
usual verification of the company’s operations 
for the three preceding years ending June 30, 
as covered by a regular triennial examination. 

An additional reserve of $36,000 carried by 
the company is allowed in the report, based on 
the company’s own estimate for reinsurance 
and marine lay-up return premiums, also on ac- 
count of Kansas impounded premiums and the 
Wisconsin rate controversy. It also sets up 
as unearned premium reserve on marine busi- 
ness 100 per cent of trip premiums and 50 per 
cent of hull premiums. In determining the 
amount of premiums in force on risks of in- 
definite term it is the company’s practice to 
carry 75 per cent of the premiums written as 
in force at the end of the first month; 50 per 
cent at the end of the second month and 25 
per cent at the end of the third month. In this 
manner an adequate marine reserve is carried 
at all times. 

The examiners reviewed numerous files of 
paid losses and found that claims have been 
settled promptly and equitably. The company 
had resisted payment on a few claims for which 
there appeared to the examiners to be ample 
justification. 

The annual statement of December 31, certi- 
fied by the department, gives the company as- 
sets of $17,036,726, liabilities of $9,006,382 and 
a net surplus of $6,030,339. 
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CONVENTION THEME SELECTED 
Insurance Adverising Conference Will Dis- 
cuss “The Mind of the Buyer’ 

John Hall Woods, of the Great Northern 
Life of Chicago, .who is doing much of the pro- 
gram for the.coming convention of the Insur- 
ance Advertising Conference in that city on 
October 17 and 18, has announced that the ten- 
tative. theme of the meeting will be “The Mind 
of the Buyer.” Giving his reason for the title, 
Mr. Woods says: “Success in insurance adver- 
tising lies in knowing. something of what goes 
on in the human mind, the mind of the pros- 
pect, and in bringing to its consciousness infor- 
mation and persuasion which will cause it to 
work a certain way—the way we want.” 

Group chairman for the separate sessions are 
Horace Chapman, Ohio Farmers, fire; B. N. 
Mills, Bankers Life, life; and C. E. Rickerd, 
Standard Accident, casualty: Nationally promi- 
nent advertising authorities will be secured as 
speakers and the Conference, at the coming 
convention, will. lay more stress on the problem 
of how to reach the prospect than on general 
questions of mechanical production of adver+ 
tising and direct-mail material. 





Inaccessability Creates Fire Hazard in 
Boston 

Boston, Mass., July 30.—One of Boston’s 
bad fire protection problems is the inaccessabil- 
ity of burning property that prevents the fire 
department from getting close enough to the 
fire to do effective. work. This is particularly 
true of railroad property and was. emphasized 
recently in a three-alarm fire in the Boston 
& Maine train yard at the North Station, caus- 
ing a loss estimated at between $45,000 and $50,- 
000, destroying nine passenger cars and one 
box car. While the fire boat can be brought 
into service for fires in that vicinity, it is not 
always as quick to respond as land apparatus 
would be had it free access. 

To local insurance men better general fire 
protection, for all railroad property, particu- 
larly in yard sections, seems a matter for specific 
consideration in connection with the national 
fire prevention campaign. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $5,000,905.77 
Capital - - - - 750,000.00 
Surplus - - -  1,186,456.08 
Voluntary Catastrophe eee 500,000.00 
Reserves - - 2,564,449.00 


RE-INSURANCE ONLY 
Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 


Competing with no direct-writing Insurance Company 
— Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














CAPITAL AND serie — $3,500,000.00 





Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 

















A Progressive SURETY and CASUALTY Company 
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BANKERS INDEMNITY INSURANCE COMPANY 





In 1827 heavy accident judgments 
were rare, hence there was no de- 
mand for liability insurance. That 
was one hundred years ago. 


In 1887, about the time liability in- 
surance was first sold here, policies car- 
ried limits of $5,000-10,000. That 
was forty years ago. 


In 1927, now, we are confronted 
with the record of verdicts greatly 
exceeding the limits of forty years 
ago, while the dictionary description 
of insurance, “making oneself safe 
against something” stands as an ac- 
cusation against those by whom insur- 
ance is provided. 


The minimum or basic limits sold 
by this Company are $7500-15000 
for personal injuries and $1500 for 
property damage. 


Be a 1927 agent. Sell “Bankers 
Indemnity" policies and increase 
your clientele. 


Operating in the following States: 


Connecticut Pennsylvania Delaware Indiana 

Rhode Island District of Ohio Minnesota 

New Jersey Columbia Michigan Wisconsin 
Maryland Illinois 


Liability — Compensation — Burglary— 
Plate Glass—Accident G Health 


Address Agency Department for Particulars 


BANKERS INDEMNITY INS. CO. 


























Head Office pat 
24-30 Philadelphia 
Commerce St. Chicago 
Pittsburgh 
NEWARK, Pi 
N. J. \ Hartford 
AN 





FREDERICK E. WILKENS, Vice Pres. @ Gen. Manager 





Get out of the‘‘DANGER ZONE”’—into the“‘SAFETY ZONE” 
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Casualty, Surety and Miscellaneous 





LICENSE CANCELED 





Medical Protective Association Ousted 
from Michigan 





WROTE PHYSICIANS’ LIABILITY 





Issued “Service Contract” Though Author- 
ized as ‘Non-Profit’? Concern 


LANSING, Micu., July 29.—An insurance or- 
ganization which tries to “hide its light under 
a bushel” cannot stay hid for long in Michi- 
gan, it developed recently when the certificate 
of authority granted by the Secretary of State 
to the Medical Protective Association of Chi- 
cago was canceled at the behest of the insur- 
ance department with co-operation from the 
attorney-general’s office. 


Instead of applying for a license through 
the insurance department, it was discovered 
that the Chicago concern merely made applica- 
tion for authorization as an ordinary foreign 
corporation of the “non-profit” variety. The 
Secretary of State did not learn that the Asso- 
ciation was writing a professional liability cov- 
erage contract for physicians until this fact 
was brought out in correspondence between a 
Pontiac doctor and Charles D. Livingston, In- 
surance Commissioner. There was, the insur- 
ance department now believes, ample reason 
why the Association did not seek admission 
through the regular channels for msurance car- 
riers. 


The Medical Protective Association, it ap- 
pears from the insurance department’s investiga- 
tion, sells a so-called “service contract” to 
doctors which promises a regular insurance cov- 
erage against malpractice suits and other liabil- 
ity actions. Dr. A. McGilp of Pontiac, after 
purchasing the “service,” wrote the insurance 
department enquiring as to whether the Asso- 
ciation was properly licensed and operating un- 
der supervision of the department. Similarity 
of the name to that of the Medical Protective 
Company, of Fort Wayne, Ind., a stock carrier 
of good reputation which has been operating 
in Michigan since 1910, at first persuaded the 
department that Dr. McGilp was asking about 
that company; but further investigation dis- 
closed that such was not the case. 

The department coincidentally made the dis- 
covery that the Association had actually been 
“admitted” to Michigan, but by the State rather 
than by the insurance department. Going over 
the State department’s records in regard to the 
Association, it was found that it was classified 
and licensed as a non-profit organization and it 
was also found that among those involved was 
a man for whom department officials believe a 
warrant was issued in this State last year 
based upon alleged embezzlement of funds he 
collected as premium on a policy issued to a 
Battle Creek modiste by one of the many 


Lloyds Insurers. Officers of the Medical Pro- 
tective Association given in their articles were 
M. F. Rogers, Moline, Ill., president; J. Wesley 
Stamper, vice-president and treasurer; and W. 
H. Ostrander of Chicago, secretary. 


GLENS FALLS ACTION 
Plan for Indemnity Company to Be Voted 
on August 17 

The Glens Falls Indemnity Company, Glens 
Falls, organization of which has been pend- 
ing for some time and inkling of which was 
given in THE Spectator several months ago, 
has not yet been incorporated. 

So far, and following an announcement to 
that effect made last week, the board of direct- 
ors of the Glens Falls Insurance Company, the 
fire carrier which is the parent of the proposed 
indemnity. company, has proposed a plan to be 
submitted to the stockholders for approval on 
August 17 whereby the capital of the Glens 
Falls Insurance Company will be increased from 
$2,500,000 to $4,000,000. If this resolution 
carries, the Glens Falls Indemnity Company 
will be organized, all the stock being held by 
the Glens Falls Insurance Company and the 
Commerce Insurance Company. 

The Glens Falls Indemnity will start with a 
capital of $750,000, net surplus of $400,000 and 
a paid-in reserve fund of $350,000. One-half 
of the increase in the capital stock of the fire 
company is to be issued on October 3 as a 30 
per cent stock dividend to stockholders of rec- 
ord on August 17, par value. The other Half, 
amounting to $750,000 par value, will be sold 
at $40 per share. 


B. G. Ellsworth Appointed 


The Metropolitan Casualty Insurance Com- 
pany, New York, has announced the appoint- 
ment of Benjamin G. Ellsworth as field assist- 
ant, to have supervision of field accounting, 
under Superintendent Robert W. Waddy. 

Mr. Ellsworth has specialized in insurance 
accountancy for many years, having been for 
some time with the accounts department of the 
ZEtna Casualty and Surety Company, and more 
recently with the London and Lancashire In- 
demnity Company. 


Subway Bonds 
(Concluded from page 3) 

vestigation into the underwriting features in- 
volved, regardless of any question of rate. 

The superintendent is persisting in his efforts 
to find a satisfactory solution of this situation 
although his task has been made much more 
difficult by reason of what the department calls 
the unwarranted attack against the surety com- 
pany officials. 
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AUTO FATALITIES 


es 


3,447 Deaths in 77 Cities During 28 
Weeks 





INCREASE OVER 1926 





Total for 8 Years Is Higher Than Ameri- 
can Soldier Dead in World War 

The National Automobile Chamber of Com- 
merce has declared that killings by automobiles 
in the United States during the past 8 years 
reach a total greater than the number of Amer- 
ica soldiers who died from all causes during the 
World War. 

From January 1, 1919, to December 31, 1926, 
137,017 persons were killed by automobiles, 
while the total deaths of the war in the Amer- 
ica armed forces were 120,050. The injured 
in automobile accidents aggregate 3,500,000 since 
the armistice. 

Automobile fatalities in seventy-seven large 
cities with a total population of 32,245,035, were 
3447 in the first twenty-eight weeks of this 
year, as.compared with 3093 in the correspond- 
ing period of 1916. In the year ended July 16 
the total number of persons killed in these 
same cities was 6986, as compared with 6393 
during the year ended June 17, 1927. During 
the four weeks ended July 16 automobile acci- 
dents caused 573 deaths, as compared with 482 
for the corresponding period of 1926. 


Seven four-week periods have elapsed since 
the first of the year, and in each of these pe- 
riods, with a single exception, automobiles have 
been responsible for more deaths in 1927 than 
in 1926. 

For the entire group of seventy-seven cities 
the death rate was 21.7 during the year ended 
July 16, compared with 20.2 the previous year. 


OPENS BROKERS’ BRANCH 
American Surety Equips Another Office in 
New York 


The American Surety Company, New York, 
has opened a brokers’ service branch in that city 
at 100 William street under the management of 
W. R. Ehrmanntraut. The opening took place 
on Monday of this week and the new branch is 
fully equipped to render convenient and prompt 
service to Greater New York insurance 
brokers. 

Manager Ehrmanntraut has been connected 
with the production department of the Ameri- 
can Surety for several years and, in addition 
to insurance duties, has been chairman of the 
committee on civic affairs of the New York 
Board of Trade and Transportation. Lines 
handled in the new brokers’ branch will in- 
clude fidelity and surety, mercantile blanket 
bonds, bankers’ and brokers’ blanket bonds, 
burglary, check alteration and forgery and 
plate glass. 
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WHAT ABOUT THE YEAR—1927? 


That is the question many agents are asking themselves. 


All companies have good policies, competitive rates and operate under the same laws. 
The Company that can give you the best service, and will help you write the most business is the one to 


choose. 
The Liberty Life offers to agents: 


Prospects; Illustrated Pre-approach and Follow-up; Local Agency Connections; Special 
Campaign to Conserve Business and to Increase Renewals. 
Agency openings in Kansas, Missouri, Nebraska, Arkansas, Illinois, California, Texas, Colorado, Wash- 


ington and Oregon. 


The Liberty Life Insurance Company 


Liberty Life Building, Topeka, Kansas 
CHAS. A. MOORE, Vice Pres. and Manager 


LIFE—ACCIDENT— 
HEALTH 





LIBERTY LiFE 
AGENTS 
*“*Drive Sorrow from 
Tomorrow’ 











OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 

















BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and prnggnaive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 











A Complete Yet Simple Explanation of 


INSURANCE 
PRINCIPLES AND PRACTICES 


By Riegel & Loman 


Every kind of insurance and all phases of the work are fully 
described in this comprehensive book. The description and 
explanation of each type of insurance—accident, health, life, 
fire, marine, title, automobile, credit, liability, compensation 
are given in language free from technicalities. 


More than 100 Forms Reprinted 


The book contains more ‘than 100 different applications, pol- 
icies, forms, clauses, contracts and agreements. These cover 
practically every form used in insurance work. 


It contains 514 pages and measures 6 x 9 inches. 
Price $6. 


THE SPECTATOR COMPANY 


Chicago New York 














She 


Cc ompany B Honest-to-goodness 
of Personal Co-operation 


Co-operation 


-—~ © 


We believe in team-work, as exemplified in the 
help that is given to every Des Moines Life 
and Annuity Agent. We have always felt that 
two men working together do more than one, 


JJ Shambaugh alone. 


President. 








Interested? Write for openings! 





O QO 
| DesMoines Life & Annuity Co. 





Des Moines. lowa. 

















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 





Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 





Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 


77 Franklin Street, Boston, Mass. 








ROYAL UNION LIFE INSURANCE COMPANY 


DES MOINES, IOWA 


LIFE INSURANCE FOR CHILDREN 


Approximately one-third of the popu- 
lation of our country is made up of 
children under fifteen years of age. 
One-third of the possible prospects for 
life insurance in every community are, 
therefore, children. 

Royal Union salesmen can write chil- 
dren from one day old and up. 

Our Juvenile Contracts go automatic- 
ally, without re-examination, into full 
benefit at age five. 


ROYAL UNION LIFE INSURANCE CO. 


Des Moines, Iowa 


A. C. TUCKER, President 
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DEFINITION OF POLICY 





$1 Newspaper Accident Contracts 
Involved 





SUIT AGAINST FEDERAL LIFE 





Claimants Want Same Construction of 
Meaning as Held in Michigan 


Cuicaco, Itt., August 3—The Federal Life 
of Chicago is preparing an answer to the suit 
filed against it in Grand Rapids, Mich., by law- 
yers who seek to have the famous Chicago Tri- 
bune one dollar travel-accident policies con- 
strued in accordance with a recent decision of 
the Michigan Supreme Court. The court held 
in the appeal of Van Dusen vs. the Interstate 
Business Mens Association of Iowa that where 
part of the provisions of a policy are printed 
in larger type than another part, the smaller 
part is to be considered eliminated and the con- 
ditions in the larger type must prevail. 

Van Dusen sought indemnity for full con- 
finement though the evidence showed that he 
had not been confined in his house as defined 
by the terms of the policy. The definition of 
confinement was in smaller type and the supreme 
court held that fact to be in violation of a 
Michigan law and that the full indemnity 
should be paid. 

The same lawyers who handled the Van 
Dusen case have filed suit against the Federal 
on behalf of the survivors of a holder of a dol- 
lar policy who was killed by carbon-monoxide 
poisoning. The death benefits in these policies 
are printed in bold face type and are arranged 
in three principal sums of $7500, $2000 and $1000 
and the contingencies under which any one would 
be paid are listed in ordinary type. The suit 


seeks to eliminate the ordinary type containing 
the limitations and asks that the death benefits 
be combined, making a total of $10,500. It is 
pointed out that should this view prevail the 
policies would become general accident policies. 
The constitutionality of the Michigan statute 
was not at issue in the Van Dusen case. 


COL. CHARLES LINDBERGH INSURED 
ON NATIONAL AIR TOUR 


Independence Companies and United States 
Life Furnish Coverages 


On July 20, Col. Charles A. Lindbergh left 
New York on a three months’ tour of the 
United States in the interests of American 
aviation. He will visit forty-eight States and 
the District of Columbia, and will stop in 78 
cities, delivering address in most of them and 
making a brief personal appearance in the 
others. 

His famous Ryan monoplane, “The Spirit of 
St. Louis,” in which he flew to international 
fame in his great New York-to-Paris hop, will 
serve as his steed in the swing around the 
country. 

Through the well-known aviation underwrit- 
ing firm of Barber & Baldwin, Inc., New York, 
Col. Lindbergh has taken out property damage 
and liability insurance in the Independence In- 
demnity Company of Philadelphia. In addi- 
tion, Barber & Baldwin, Inc., have insured his 
life in the United States Life Insurance Com- 
pany for $25,000. 

Col. Lindbergh has long been a staunch ad- 
vocate of adequate aviation insurance, his plane 
being covered against fire in the Independence 
companies by the same policy which protected 
him during his San Diego-New York flight 
directly preceding his hop to Paris. 

















Here is A. Duncan Reid, president of the Globe Indemnity Company, presenting William B. 
Joyce, chairman of the board of the National Surety Company, with a silver loving cup, the 


gift of executives of 25 surety companies. 


versary convention of the National Surety, held at Atlantic City, N. J., last week. 


The event took place during the thirtieth anni- 


In the 


picture, from left to right, are Joel Rathbone, vice chairman; E. M. Allen, vice-president; and 
William B. Joyce, chairman; all of the National Surety; President Reid, of the Globe Indem- 
nity, and E. A. St. John, president of the National Surety. 
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WILL NOT CUT RATES 


W. B. Joyce Pledges National Surety 
to Good Practices 








ADDRESS AT THIRTIETH ANNIVERSAY 
CONVENTION 





Chairman Offers $10,000 for Proof His 
Company Has Been Party to Unfair 
Competition 

Great rounds of applause greeted Chairman 
Wm. B. Joyce’s statement in his opening address 
of the thirtieth anniversary convention of Na- 
tional. Surety Company producers and agents 
at the Ambassador Hotel, Atlantic City, N. J., 
last week, when he declared in unequivocal 
terms that the National Surety Company would 
never be a party to the. issuance of any cut 
rates. 

“Never admit that our security is worth no 
more than that of a cut rate company,” said 
Mr. Joyce. “With our resources and with our 
policy of settling claims we are in position to 
offer the assured the best possible security, and 
we will always demand all the premium the law 
will allow because our goods are well worth it. 

“While we remain in the association of surety 
companies we will co-operate with that associa- 
tion 100 per cent, and no man will be permitted 
to violate the pledge which the company has 
given.” 

Mr. Joyce challenged any agent present, of- 
fering $10,000 for proof that the National had 
ever been a party in any unfair competition 
for the securing of business and his challenge 
went untaken. 

He said that the investors of America had 
just evidenced the deep and abiding faith in the 
quality and character of men employed by the 
National Surety Company in the recent increase 
of capital and surplus to $26,000,000, which 
money these stockholders have entrusted to the 
underwriting judgment of the agency organiza- 
tion. 

Mr. Joyce said that the surety field would 
afford greater opportunity for development in 
the future than it had in the past and he made 
a strong plea for the use of greater ingenuity 
and brain power among agents of the company. 

“The entire path of human progress is lit- 
tered with failures in business, but all this is 
unnecessary. No man need be a failure. Deter- 
mine to be the best surety bond man in your 
town and work night and day towards accom- 
plishing that ideal,” said Mr. Joyce. 

During the convention, Secretary H. J. 
Hewitt was introduced as the oldest employee. 


Massachusetts Bureau Seeking to Develop 
Coverages for Unrated Hazards 

Boston, Mass., July 30—The governing 
committee of the Massachusetts Rating and In- 
spection Bureau has under consideration ways 
and means by which risks heretofore prohibited 
for workmen’s compensation coverage, and 
hence not rated in the manual, may be accepted 
by the companies. The committee has held sev- 
eral meetings at the offices of the Bureau, 80 
Broad street, Boston, and it is expected that at 
a date not far distant a decision will be reached. 
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NOW READY 


INSURABILITY 


PROGNOSIS AND SELECTION 
LIFE—HEALTH—aCCIDENT 


A notable work, written by 
H. W. DINGMAN, M. D. 


Vice-President, Continental Assurance nate? Medical 
Director Continental Assurance and Casualty Com- 
panies; member Life Insurance Medical Directors As- 
sociation; member Chicago Medical Soctety and 
Tlinois State Medical Society; Fellow American 
Medical Assocsation, etc. 





HUMAN LIFE APPRAISED 


Valuable new book discusses 


CONCISELY AND COMPLETELY 
the various factors concerned in 


1—Determining health, present and 
future. 


2—Estimating probable length of life. 
3—Assessing human life values 


It materially assists in the 


SELECTION OF RISKS FOR INSUR- 
ANCE and APPRAISAL OF CLAIMS 
FOR INDEMNITY 


Every medical director, examiner, under- 
writer or student of insurance, in home 
office or field, will be intensely interested 
in this first book to cover comprehensively 
and exhaustively the principles and prac- 
tices of every day underwriting in 


LIFE, HEALTH and ACCIDENT 
INSURANCE 


PRICE, $ 1 5. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Representation of this Company 
insures the BEST SURETY SERV. 
ICE obtainable. We have agency 
territory available in thirty-eight states 
and solicit inquiries from agents de- 
siring to serve their clients with 


promptness and efficiency. 


Capital and Surplus over $3,000,000.00 




















DOES A COMPANY 


Ist —Writing Standard Life Insurance 

2nd—Writing Substandard Life Insurance 

3rd—Writing Group Life Insurance 

4th—Writing Wholesale Life Insurance 

S5th—Writing Juvenile Life Insurance 

6th—Circularizing your Prospects 

7th—Giving quick service in issuing poli- 
cies 

8th—With age limits one day old to sixty- 
five 

9th—That is the Largest Life Insurance 
Company in America for its age 

10th—That is officered by men that know 
your problems and help you solve 
them 


MEAN ANYTHING TO YOU? 


If so, write to 


CHARLES E. WARD, Agency Manager 


SHENANDOAH LIFE INSURANCE CO. 


Roanoke, Virginia 


R. H. ANGELL, President 


W. L. ANDREWS E. LEE TRINKLE 
Sec’y & Treas. Active Vice-Pres. 
Former Governor of Virginia 
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CANCELLATION OF '!POLICY 


Massachusetts Counsel's Opinion on 
Compulsory Auto Act 


LICENSE PLATES NO CONCERN OF 
COMPANY 











Holds Carrier Bound by Contract Without 
Right to Extraneous Conditions 

The method of procedure necessary to bring 
about a valid cancellation of a motor vehicle 
public liability policy under the new Massa- 
chusetts compulsory insurance law in this re- 
spect was recently defined by Harold J. Taylor, 
counsel of the Bay State insurance department. 
The views of the counsel were expressed in 
answer to an inquiry and applied to a case 
where a finance corporation, acting on the 
power of attorney made out by the insured in 
its favor, sought cancellation on behalf of the 
policyholder. The opinion given by Mr. Taylor 
stated as follows: 


You inquire whether it is: necessary that a 
finance corporation proposing to cancel a “mo- 
tor vehicle liability policy,” -issued under St. 
1925, chapter 346, on behalf of the insured, pur- 
suant to a power of attorney executed by the 
insured in its favor, procure and surrender the 
registration plates to the insurance company in 
order to effect a valid cancellation. 

Such a policy is required by law to contain 
a provision that it may be canceled by either 
the insurer or the insured, upon fifteen days’ 
notice to the other and to the registrar of mo- 
tor vehicles. 

The insured, it is plain, has an unqualified 
right to cancel the policy at his pleasure and 
he may delegate another as his agent te exer- 
cise that right. Plainly such an agent, who 
in legal contemplation is the insured, has pre- 
— the same right to cancel as has his prin- 
cipal. 

An insured proposing to cancel such a policy 
is not required to surrender his registration 
plates to the company as a condition precedent 
to the validity of the cancellation. The policy 


and the law contain no such requirement and a . 


company clearly has no legal right to refuse 
to recognize a cancellation by the insured un- 
less he surrenders his plates to it. A company 
is, of course, bound by its contract as written 
and it cannot lawfully restrict the insured’s 
right to cancel by attempting to impose condi- 
tions extraneous to the terms of the policy. The 
policy, as stated, does not condition the insured’s 
right to cancel upon a surrender of his plates. 

The finance corporation, therefore, as the in- 
sured’s agent duly empowered to cancel in his 
name and behalf, is under no obligation to sur- 
render the plates as a condition to the exercise 
of its delegated right. 

The statute makes it incumbent upon the reg- 
istrar to demand the surrender of the plates 
when a policy is canceled by either party. If 
the legislature had intended that the insurance 
company require a surrender to effect a valid 
cancellation it would undoubtedly have so en- 
acted. The return of the plates is no concern 
of the company and the policy is legally can- 
celed by the rendition of notice as therein pro- 
vided, and your question is so answered. 


Insurance Almanac for 1927 


The 1927 edition of the Insurance Almanac 
and Encyclopedia has been issued by the Un- 
derwriter Printing and Publishing Co. It con- 
tains lists of insurance companies operating in 
the United States, with names of officers, direct- 
ors, States in which licensed, and other data, 





including statistics as to standing and busi- 
ness transacted. There are also lists of or- 
ganizations in the insurance business, a bio- 
graphical section, a directory of agents, and 
other miscellaneous information of interest to 
insurance men. 


NORTHEASTERN SURETY FORMED 
New Company Will Have Capital of $250,- 
000, Surplus of $125,000 
The Northeastern Surety Company has been 
formed with headquarters at 50 East 42nd 
street, New York city, to do a general surety 
business in all branches. The venture will have 
a paid-in capital of $250,000 and a paid-in sur- 
plus of $125,000 and expects to begin operations 

almost at once. 

Charles G. Bond, former State Representative 
and now president of the Bay Parkway Na- 
tional Bank of Brooklyn, will be president of 
the new company. Other officers selected are 
Frank Cohen, vice-president; Edward G. Grif- 
fen, secretary; Meyer Boskey, treasurer, and 
M. L, Seidman, comptroller. 





Travelers Companies Building New Six- 
teen-Story Structure 

Plans have been drawn and construction 
work will soon start on another addition to the 
home-office buildings of the three Travelers 
companies, Hartford, which will accommodate 
2000 additional employees. The companies al- 
ready have in their group of buildings eighteen 
acres of floor space and some 5700 employees. 
The new building will provide five additional 
acres and its construction comes just after 
other new buildings and additions have been 
completed which added six acres during ‘the 
past two years. 

The new building, which will be 16 stories 
high, will adjoin an eleven-story building that 
now houses the various divisions of the com- 
pensation and liability department of the Trav- 
elers Insurance and also the various divisions 
of the Travelers Indemnity and the Travelers 
Fire. The Travelers Fire will move into the 
upper floors of the new building and the com- 
pensation and liability division will expand into 
the other floors. The Hartford branch office 
will occupy the lower floors. 


Coal Mine Fatalities in June 

Accidents at coal mines in this country in 
June caused the death of 156 men, according to 
information furnished by State mine officials to 
the United States Bureau of Mines, Department 
of Commerce. Forty-nine of the accidents were 
at the anthracite mines in Pennsylvania; the re- 
maining 107 were at bituminous coal mines in 
various States. As the output of coal during 
the month was 43,884,000 tons, the fatality rate 
per million tons was 3.55, as compared with 3,36 
in June a year ago. The fatality rates for 


anthracite and bituminous mines separately were 
6.75 for the former and 2.92 for the latter, the 
corresponding rates for June last year being 
5.37 and 2.93, respectively. The production of 
coal during June included 36,627,000 tons of 
bituminous coal and 7,257,000 tons of anthracite. 
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THE ADJUSTERS’ HOUR 


From Six Until Seven—A Quiet Time 
to Arrange Matters 








ADJUSTERS’ LOW SALARIES 





“The Other Fellow Is Doing It: Doubling 
His Salary on the Side” 
By Leonarp Woon, Jr. 

That question of what price adjustments can 
well be asked when some lawyers set aside 
from six until seven—after the secretaries and 
the very private secretaries have gone home— 
to talk in seclusion with adjusters from various 
insurance companies, 

The writer of this article has a very good 
friend with one of the best known insurance 
companies. He gets fifty dollars a week and 
has a wife and two children to support—-and 
fifty dollars a week, for an educated man, is 
no amount to privilege him luxuries, especially 
in the most expensive city in the world, New 
York. 

My friend knows the adjusters’ hour. Dur- 
ing the day he does very little work—the ad- 
justers’ hour is the time for concentrated 
endeavor. 

“No, he’s not crooked: it’s only business.” 
The other fellow from the other company is 
doing it, you see. 

Doing what? Getting from twenty to s 
hundred dollars a week extra, while his com- 
pany pays from one hundred to five hundred 
more than is necessary. “Tt doesn’t 
take much brains to be an adjuster,” probably 
argues the insurance company. “There are a lot 
of young men—just out of college, too—anxious 
for a start, and if Jimmy Jones won’t agree to 
the salary we can pay, there’s Charley Johnson 
who will be tickled to death to get forty a 
week.” 

And so Jimmy Jones goes forth into the 
sanctum sanctorum of lawyers—like in every 
profession, the law has all sorts of representa- 
tives—and there he confronts Mr. Finklestein 
and his associate, Patrick Murphy. Their client 
was hit by a certain Mr. Drexel’s automobile. 
Mr. Drexel is insured in the company that 
Jimmy represents. Jimmy is offered twenty 
dollars to agree that the client really should 
have two thousand dollars for the bump on his 
left hip instead of only fifteen hundred. 

Now, really, what price scruples when there is 
an apartment’s rent to be paid, the butcher, the 
gas man, the baker and the Italian grocery 
man? 

Human—that’s what the boys along Insur- 
ance Street are. 

Foolish, very foolish, the big corporations 
which can pay more, yet keep looking for ex- 
ceptions as adjusters—and won’t pay for the 
difference. 

The company loses. 

The insured loses. 

The adjuster loses—the greatest of all. 


(Of course, there are exceptions—but busi- 
ness isn’t built on exceptions. “Follow the 
crowd!” cries the world—and the adjuster says, 
“Me, too!”) 
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SUNDERLIN’S LECTURES 


ON THE 


FIRE INSURANCE CONTRACT 


By CHARLES A. SUNDERLIN, A. B., LL. B. 


of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 


The 40 lectures by Mr. Sunderlin constitute a distinctly valuable contribution to the 
literature of fire insurance, and will be of genuine service to executives; underwriters; ad- 
justers; general, special and local agents; insurance brokers, lawyers and the public. 


By studying these lectures, managers, agents, brokers and other students can gain a 
clearer understanding of the provisions of the fire insurance contract, thus fitting themselves 
the better for the intelligent handling of their business. 


THE SERIES OF 40 LECTURES EMBRACES THE FOLLOWING TITLES: 


The Policy Contract—General 

Insurable Interest 

Public Relations 

Police Power of State 

Cooperation and State Supervision 

Fire Insurance Reserve 

Fire Prevention 

Professionalizing the Fire Insurance Business 


Construction and Operation of the Policy- 
Contract 


The Fire Insurance Rate 

Valued Policies 

Agency and Brokerage 
Premiums 

Insurer’s Liability 

Estoppel, Waiver or Ratification 
Property and Hazards Not Covered 
Concealment, Misrepresentations 
Warranties 

Matters Voiding Policy 

Matters Suspending Insurance 


Chattel Mortgage Clause 

Fallen Building Clause 

Negligence 

Cancellation 

Risks and Causes of Losses 

Duty of Insured in Case of Loss 
Ascertainment and Amount of Loss 
Options of the Company in Case of Loss 
Apportionment of Loss 


Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 


Adjustments 

Subrogation 

Standard Average or Co-insurance Clause 

The Mortgage Clause 

Earthquake Clauses 

Use and Occupancy—Profits and Commis- 
sions—Rents and Leaseholds 

Floating, Excess and General Cover Contracts 

Miscellaneous Forms 

Endorsements 

Reinsurance 


A number of the lectures have already been delivered and printed in pamphlet 
form, and the others are to be delivered at regular and short intervals. 


PRICES 


Single copy of one lecture, $1.00 


Set of 40 lectures, $30.00 


Liberal Discounts Granted Purchasers of Large Supplies of Sets or of Single Lectures 


THE SPECTATOR COMPANY 


CHICAGO 


Sole Selling Agents 


NEW YORK 
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FLAYS SURETY COMPANIES 


Empire State Architect Charges Bad 
Practices 








S. W. JONES FIRES BIG GUNS 





Commonwealth Loses Thousands of Dol- 
lars Through Bond Carriers, He Claims 


Sullivan W. Jones, State architect for New 
York, commented last week upon the -investiga- 
tion of bonding companies which the municipal 
Board of Transportation has its hands in. Archi- 
fect Jones declared that the State had experi- 
enced the same difficulties as had the city in the 
submission of contract bonds and gave it as his 
opinion that if the Board’s investigation went 
far enough it would find that the activity of 
surety agents had been costing the people 
money. 

Mr. Jones referred to an investigation con- 
ducted by him last week which, he says, showed 
illegal practices through which New York lost 
hundreds of thousands of dollars. His present 
statement recalls the prior investigation and 
says: 

My investigation led me to the conclusion that 
the fault lies primarily with the agents and 
brokers of the surety companies, rather than 
with the companies themselves, said Mr. Jones. 
These men receive large commissions up to 30 
and 40 per cent of the premium and many of 
them will go to any length, legal or illegal, to 
get business. 

It is a common practice for these agents to 
make the most extravagant claims of influence 
with public officials and assure contractors of 
their ability to bring about official action which 
would aid the contractors. 

Bidders on public work are usually required 

to make a deposit with their bid. It is not un- 
usual for these agents to advance this money 
or lend their credit to bidders to enable them 
to make the necessary deposit—this, of course, 
as an inducement to secure the writing of the 
bond. This practice is a clear violation of the 
insurance law. The Division of Architecture 
requires contractors, in making an application 
for their first payment on their contract, to an- 
nex a receipted bill showing the payment of the 
premium on the bond. Thése receipts’ were is- 
sued promiscuously by agents of surety com- 
panies and in some instances by the surety com- 
pany itself when no payment at all had been 
made. 
_ By these and similar means unscrupulous men 
in this business have in some cases practically 
controlled the bidding on State work, which 
has resulted in losses of hundreds of thousands 
of dollars to taxpayers of the State. In one 
instance alone—the contract for the Veterans’ 
Memorial Hospital at Kings Park—these prac- 
tices resulted in a delay of three months and 
actual losses to the State of $309,000. The low 
bid on this construction was submitted by Mor- 
ris Kantrowitz, a responsible contractor. The 
figure was $2,218,000. The next low bid was 
$2,710,000, the difference between the two be- 
ing $492,000. 

Immediately after the bids were opened Kan- 
trowitz claimed to have made a mistake in his 
estimate and asked permission to withdraw his 
bid. As a witness before me he explained that 
his error was the result of the employment of a 
method in calculating the cost which would not 
have been employed by any. competent con- 
tractor. Notwithstanding the fact that he 
claimed he had made a mistake, he testified that, 
had he been the-only bidder, he would have 
signed the contract and carried the work through 





without a loss, but he said that because of the 
difference between his bid and the next low 
bid, he was unable to secure the required 
surety bond. 

This was substantiated by the testimony of 
the representative of the surety company. 

The calculations of the Division of Archi- 
tecture showed that the work at Kings Park 
could have been completed on the original low 
bids submitted by Kantrowitz. It was appar- 
ent that the surety company controlled the 
award of this contract. The State was re- 
quired to ask for new bids, and Kantrowitz was 
again the low bidder, but his bid was increased 
by $309,000, although he had claimed that the 
mistake in his first bid amounted to only 
$204,000. 

Judging from the press reports of his state- 
ment, Mr. Delaney of the Transportation Board 
has found evidences of just this sort of prac- 
tice in subway contracts. 

The greed of agents and brokers for com- 
missions and their power to control contracts 
led to a situation where the necessity for a bond 
served, in practice, to furnish irresponsible 
contractors for State work, rather than to pro- 
tect the State against irresponsible contractors. 

The evidence is that almost any contractor 
who is acceptable to the surety company agents 
can obtain a bond, regardless of his financial 
standing or qualifications. 


Forming New Company in Detroit 


A new casualty company, to have a capital 
of $2,000,000 and a surplus of like amount is 
in process of organization in Detroit, with the 
firm of Angell, Turner & Dyer as legal ad- 
visors. Joseph G. Standart, president of the 
National Loan & Investment Company, is un- 
derstood to have received permission from the 
Michigan securities commission to sell stock 
in the planned venture. 


L. A. Wallace Made a Director 
L. A. Wallace, manager of the liability de- 
partment of the well-known brokerage and 
agency firm of Johnson & Higgins in New 
York city, has been made a director of the 
corporation. 


INSURANCE 


12 Washington Place, 


EXCESS 


OF AMERICA 
JAMES GIBBS, President 
CASUALTY AND SURETY 
REINSURANCE 
AND EXCESS COVERS 


HEAD OFFICE 


Telephone, Mulberry 5585 





JOHN L. MEE BACK ON THE JOB 


Popular Vice-President of National Surety 
Has Recovered from Long Illness 


Vice-President John L. Mee, of the National 
Surety Company, New York, has returned to 
his office and business after an illness of more 
than four months. He has been receiving con- 
gratulations from his associates on his quick 
recovery to health. He has regained practically 
all his weight and his vigor is attested to by 
those who have been his oppnents in golf dur- 
ing the past few weeks when he has spent a 
great deal of time upon the links acquiring a 
splendid coat of tan. 


On March 10, of this year, he was taken to 
the New York Hospital suffering from pleurisy, 
pneumonia and empyema, undergoing an opera- 
tion by Dr. Pool, and for a couple of months 
he was an exceedingly sick man. Later he went 
to the Robert Packard Hospital at Sayre, Penna., 
where he had daily treatment by the famous 
Dr. Ethan Flagg Butler. For the past month 
he has been recuperating at Athens, Penna. 

His many friends in insurance circles will be 
glad to hear of his recovery. He was in at- 
tendance at the National Surety anniversary 
convention in Atlantic City last week. 


United States Fidelity and Guaranty In- 
creases Assets 


During the first six months of 1927, the 
United States Fidelity and Guaranty Company, 
Baltimore, has made some remarkable gains. 
The assets of the company, as of December 31, 
1926, were $51,210,564, whereas now, as of 
July 1, they have risen to $55,935,783, with a 
surplus to policyholders of $17,682,394. This 
surplus to policyholders includes the capital 
stock of $7,500,000. For the first six months 
of this year, the premiums received totaled $20,- 
117,523, with losses paid of $9,436,552. 
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THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 
Portada former 


» North British & Mercantile Insurance Company, 

int of the National Board of Fire Underwriters, 
A practical treatise on the computing of 

FIRE INSURANCE RATES 
From Actual Experience Costs 

Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 192 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 
pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO NEW YORK 





PRACTICAL plan of helping 
general agents and agents of 
Northwestern National to keep busi- 
ness on the books, which was put 
into effect in 1926 enabled them to 
reduce the lapse ratio on first year 
business 10 points in 1926 as com- 
pared to 1925. 


This means many dollars 
to agents of this Company 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, paeswerr 


Minneapolis.Minn. 


























Field Annuals 


Insurance Directories 


for 


*Greater New York 

tNew York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Caroline 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 


COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Real Money for live wires with 


MOUNTAIN STATES 


LIFE INSURANCE COMPANY 


Hollywood, California 


William L. Vernon, President 


L. E. Hubbard R. N. Stevenson 
V. P. & General Counsel V. P. & Agency Mgr. 
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LIABLE TO FEDERAL TAXES 
Inter-Insurance Exchanges So Held by 
United States Circuit Court 

Cuicaco, Itt., July 30.—Inter-insurance ex- 
changes were held liable to federal taxation on 
policies, capital stock and income, in a de- 
cision by the local United States Circuit Court 
of Appeals in the important test case brought 
by Alyea-Nichols Company, attorney-in-fact for 
for the Belt Automobile Indemnity Associa- 
tion on behalf of about seventy-five reciprocals 
seeking to recover over $1,000,000 already paid. 

The decision, written by Justice Alschuler 
and concurred in by Justices Page and Evans, 
reversed the Federal district court of Spring- 
field which had held for the reciprocals. As a 
sidelight the circuit court also made an inter- 
esting observation on the powers of an attor- 
ney-in-fact. 

Rufus M. Potts, attorney for the exchange 
and many other reciprocals, served notice of 
appeal to the Supreme Court. The tax assessed 
against these exchanges covers a period from 
1917 to 1921. In the first instance most of the 
exchanges refused to pay because during the 
first year the government ruled both ways. It 
finally promulgated the ruling that held an in- 
ter-insurance exchange constituted a mutual in- 


surance company and that the taxes were as- 
sessed against them as such. This ruling will 
prove of supreme importance in the many cases 
of this kind arising in Illinois. 


Insurability—Prognosis and Selection 


A valuable new work on the appraisal of hu- 
man lives, entitled “Insurability—Prognosis and 
Selection,” by Dr. H. W. Dingman, medical 
director of the Continental Assurance and Cas- 
ualty Companies of Chicago, has just appeared 
from the press of The Spectator Company of 
New York. The volume ably discusses the va- 
rious factors that permit “forecast of health 
and longevity, selection of risk” and “appraisal 
of claim for indemnity.” 

Dr. Dingman, having the double viewpoint of 
the insurance man and the physician, has been 
able to co-relate insurance literature and medi- 
cal literature demonstrating that insurance ex- 
perience is no less valuable to physicians than 
is medical experience to insurance men. 

The book is divided into four parts. One in- 
troduces the subject and tells of the develop- 
ment of selection methods, mortality tables, etc. ; 
another. is devoted to personalities in the insur- 
ance business; the third relates to factors af- 
fecting insurability; while the fourth treats ex- 
tensively of prognosis, telling of impairments in 
general, and dealing at length with many par- 
ticular impairments. The price of the volume 
is $15.—From the United States Review. 








CASUALTY INSURANCE RESULTS FOR FIRST SIX MONTHS, ENDING JUNE 30, 1927 





Total 
Admitted Net i 
Name and Location of Company Capital Assets “— Written Paid 
$ $ 3 $ 
Abraham Lincoin Life, Springfield, Il.6........ bd * bs 282,123 59,557 
Aetna Cas. and Sur., Hartford...... 2,000,000 30,051,544 8,018,932 9,636, 114 3,320, 635 
Afro-American Life, Jacksonville, Fla. 150,000 561,648 118,750 507,636 212,744 
American Casualty, Reading............... rad 1,000,000 3,456,588 811,099 938.595 291,026 
American Indemnity, Galveston..... 600,000 1,819,987 945,970 245,155 102,835 
American National, vestonft..... 2,000,000 27, 642 "782 1,788,805 5,940,092 1,175,716 
American Reinsurance, Philadelphia....... eeu 750,000 5, 310, 721 1,206,758 560,875 34,2 
American Surety, New Josk nie okie 06 ah 5,000,000 21,560,756 4,152,462 5,380,803 1,261,043 
Atlantic Surety, Raleigh... ........-.ssceee0. 150,000 305,574 114,768 19,709 4,860 
Bankers Union Cocually: Jaekson, Ohie........ 100,000 271,072 37,483 170,551 15,430 
Brotherhood Accident, Boston...............- 100,000 493,149 239,688 238,805 126,235 
Central Insurance, Greensboro................ 50, 143,909 16,092 1,233 5,850 
Clergymen’s Co-op. Beneficial Ass’n, Lancaster, Mutual 288,351 246,000 122,607 78,391 
Commonwealth asualty, Philadeiphi _ ee 00, 2,460,176 102,778 1,476,406 567,363 
Connecticut General Life, Hartford b a * 1,261,047 408,100 
Empire Life & Accident, Indianapolis 300,000 592,973 ,800 498 40,077 
Equitable Surety, New York.. 250,000 1,405,354 640,286 258,181 —29,608 
Federal Savings & Ins., Indianapolis. Drag eiaiaiocn: as Mutual * 47,001 24,906 
Gem City Lae, Dayton Y 9. Sagi 5 SR eS 200,000 1,406,586 69,370 287,657 63,927 
General Cas. Co. of Amer., Seattle... 200,000 794,791 136,652 280,660 73,599 
General Cas. and Sur., Detroit...... 350,000 1,500,355 08,144 650,144 267,850 
Globe reg ge Seer 2,500,000 35, 110, 502 5,000,000 12, 807, 579 5,141,241 
Guarantee Co. of North America, aeentenaht. 250,000 1.5 583, 027 1,055,933 164,909 29,34 
Home Fiendly of Md., Baltimore. . Mutual 1,776,593 J 736,570 747,689 382,027 
Home Security Life, Durham i cect ileed =! dildo -eeeas 50,000 357,945 74,735 ,047 110,118 
Illinois Motor Casualty, Springfield, iit. prapaet 200, 501,734 154,218 186,469 65,057 
Indemnity Ins. Co. of N. A., Phila.. 1,000,000 16,912,458 3,177, "424 7,906,673 3,296,335 
Inland Bonding, South Bend, DS a sake eine «4% 250,0 373,229 54,57 46,1 None 
Inter-Ocean Casualty, Cladianeth......ccsecss 200, 699,847 99,068 1,022,178 437,515 
Liberty Surety Bond, Trenton...... 511,500 921,084 164,590 5,931 5,520 
Lloyds Plate Glass, New Vork...... 1,000,000 2,299,514 655,629 485,837 146,087 
London & Lancashire Ind., Hartford. 750,000 5,357,225 1,070,964 1,847,763 644,864 
Maryland Casualty, Baltimore aie oe 5,000,000 42,914,635 6,436,550 . 15,838,550 6,903,449 
Massachusetts Protective, Worcester........... 500,000 6,672,946 1,555,716 3,433,637 2,201,464 
Mercer Casualty, Celina, Ohio. ......+++++++++ 00, 214, 23, 772 3,073 6,9 
Missouri Ins., St. Louis 200,000 679,896 155,000 582,020 273,282 
Monarch Accident, Springfield, "Mass pe SCR peey pA > 100,000 1,001,563 167,536 800,25: 441,129 
National Casualty, Detroit..........ssesesee- 200,000 7,079 195,579 696,483 382,795 
National Masonic Provident Ass’n, Mansfield. . Mutual 721,360 492,7 82,355 25,929 
Nebraska Indemnity, Omaha....... 200,000 502,78 101,019 130,297 34,543 
New Amsterdam Casualty, Baltimore 2,250,000 21,068,025 3,500,000 7,322,237 3,340,511 
New York Casualty, New York..... 1,000,000 4,492,926 2,048,785 1,037 ,666 36,376 
New York Indemnity, New York.. 1,000,000 8,172,876 1,074,866 3,433,532 1,637,002 
Northwestern C. & S., Milwaukee. . 750,000 2,090,481 25,037 529,035 386,579 
Pan-American Life, New Orleansb............. 1,000,000 19,309,041 906,943 2,334,208 605,087 
Pennsylvania Bituminous Cas., Huntingdon. . 164,940 1,122,030 456,202 134,1 7 ,94 
Pennsylvania Indemnity, Philadelp " § ee 300,000 2,524,572 346,686 1,266,073 308,694 
Preferred Accident, New York...... 3,500,000 12) 037, 022 2,102,522 3,111,838 1,101,362 
Reliance Casualty, Newark.........eecsceeees 00, 561, 305,32 140,675 14,54 
Ridgely Protective, Worcester.........+-e+e0+- 100,000 805,738 381,121 576,818 359,120 
Texas Ind. Ins. Co., Galveston...... 100,000 651,484 46,176 400,3 228,824 
Union Indemnity, New Orleans. ‘ 2,500,000 11,502,933 897,154 4,914,182 2,476,519 
Ynited States Casualty, New ee? 1,000,000 11,191,249 889, 157 oe +f oo ie 
nited States Plate Glass, Philadel se LER? MEAD ’ 
Wisconsin Ace, & H., Milwaukee. . , 25,000 61,894 4, 229 52,110 31,460 
d Statistics are for the United States branch only. 6 Capital, assets and liabilities include life department. Premai- 


ums and losses are for the accident and health department. 
tIncludes Life and Accident and Health. 


As of December 31, 1926, balance for the first six months of 1927. 





* Unavailable. 
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Davenport Company’s Gains 
The Federal Surety Company, Davenport, 
wrote net premiums of $838,356 during the first 
six months of this year, and had net losses of 


$265,730. In giving out the figures for his 
company, W. L. Taylor, vice-president and 
general manager, draws particular attention to 
the fact that the surety, losses are in the minus 
column and says: “This is due to the fact 
that we are now collecting salvage on deposit- 
ory losses that we sustained in the past years.” 







The company’s showing, by lines, for six 
months is as follows: 
Net Net 
Premium: Losse 
BOGOR ci wdih cde deresasoee 44,890 $ 14,562 
pS aerrrerreryr erry rere ree 33,24 ,084 
Auto liability .......... 155,958 41,395 
Liability pr than auto. 30,928 8,489 
Workmen’s compensation . 219,118 124,393 
Fidelity 63,69 6,027 
SOE 6 és sice 150,883 3,898 
Plate glass 2,381 7,385 
Burglary and theft... mp 913 14,718 
Auto y damage ethos 71,452 22,398 
Auto collision .............- 6,779 4, 883 





Maryland Casualty Opens Surety Branch 
in New York 


The Maryland Casualty Company, Balti- 
more, established a surety branch office in New 
York city at 92 William street. E. B. McCon- 
nel & Co. have resigned as general agents for 
surety lines in Greater New York and the new 
surety branch office takes their place. 

E. B. McConnel heads the new branch as 
resident vice-president and manager with Ru- 
pert Kavanagh as resident vice-president. The 
branch occupies the same quarters which housed 
the general agency. 


National Surety’s Record 


Earnings of the National Surety Company, 
New York, for the six months ending June 30, 
1927, as reported to the board of directors, show 
total income, $8,914,064; net income and ap- 
preciation, $1,588,031; set aside for reserves, 
$635,954; net earnings for the six-month period, 
$952,077. 

After paying $500,000 in dividends, the sur- 
plus increased $452,077. On August 5 there will 
be paid into the company for, new stock $7,- 
500,000, which will make the capital of the com- 
pany $15,000,000 and the surplus estimated be- 
tween $10,000,000 and $11,000,000. 


Wisconsin Has Anti-Firecracker Law 

The governor of Wisconsin has signed an 
anti-giant firecracker measure which limits the 
size of such explosives to two inches in length 
and not more than one-fourth of an inch in 
thickness. The bill has previously been killed 
but was revived after July 4 of this year when 
the records showed a large increase in the num- 
ber of firecracker casualties. 


Companies Sue for $750,000 
A suit for approximately $750,000 has just 
been filed in District Court in Des Moines, 
Iowa, by surety companies who seek to recover 
money paid on bonds when the Central Trust 
Company there became insolvent. 
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Prominent Agents and Brokers Actuarial Actuarial 
Al 
LEON IRWIN & awd New Orleans, La. GEORGE B. BUCK HENRY R. CORBETT 
rer ereente ire 19 
ae york ee ah Nem fork word iginceageie cutie. "ik: ou 
Standard of N yoni " agama Co Benefit and Pension Funds and Employee's Benefits. in 
York “4 Stu: of New page 25 SPRUCE ST NEW YORK 175 W. JACKSON BLVD. CHICAGO Sp 
Neticnal Union of York ° 
Pi BROKERS’ LINES SOLICITED = 
, tat 
SAMUEL BARNETT Inspectors and Adjusters the 
Aateeaitn’ CONSULTING ACTUARY EMPIRE INSPECTING AND ADJUSTING CO S 
INSURANCE LAWYER SPECIALIZING IN FIRE AND CASUALTY he 
shit Pectin Hesier FOR COMPANIES . 
EDWARD. PACKLER WILLIAM BREIBY 314 McKINLEY B' 0G. —_ BUFFALO, N. Y. it 
FACKLER and BREIBY Am 
is cencitian hihaiieia COPELAND and COTHRAN a ie. 
Audlttssaminations "Valuations CONSULTING ACTUARIES ere ¥ 
50 BROAD STREET NEW YORK 1027 Candler Building ar 
ATLANTA, GEORGIA Underwriters a 
MILES M. DAWSON & SON Statistical uf 
CONSULTING E. L. MARSHALL Bureau, Inc. i 
ACTUARIES CONSULTING ACTUARY ae, ee ee ad 
Bar Building, 36 W. 44th St. filing, ¥, 
NEW YORK Hubbell Building We are also equipped to prepare cancella Fed 
DES MOINES, IOWA where the tse of tabeleting Laie a ri 
ie. 
Fide 
Woodward, are and Ryan Se — — 9 a 
Consu ctuaries 
Aiuariel Servios a al branches of Insurenee end fer Pension T. J. McCOMB 81 Fulton St. ew York City Fid 
[otallations Companion Associations oe gh .. 
ccstrest—Ofles Srwteme and Reorg I Ac- CONSULTING ACTUARY * 





75 Fulton Street 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


Colcord Bidg.. OKLAHOMA CITY, OKLA. 














F. M. SPEAKMAN, C. P. A. 


CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 





A. SIGTENHORST, F. A. 1. A. 


CONSULTING ACTUARY 


National City Bank Bidg., WACO, fEXAS 











ABB LANDIS 
CLARENCE L. ALFORD 
Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIPFB INSURANCE —Ordinn yo intermediate, Group, 
ndustrial and Specia 
pan cca 's COMPENSATION 
Expert Advice on Domest 
Semi-Tropical B 
Cable Address: Gertract, ppd York 
165 ews Y EW YORK CITY 
m 101 Memorial Bidg., Nashville, Tenn. 


estic, Tropical and 
usiness 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 


atten ~~. 


yt 
Our“ services are available for all cinds of actuarial work anu 
insurance counsel Annual statements prepared on short notice 
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E. H. BURKE & COMPANY © 


INSURANCE COUNSELORS AND ACTUARIES 
BS W. Van Buren Street 
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Fire 


BROKERS! AGENTS! " 
RATE CHECKERS! of 


Giot 
Be sure to get at once the Al 


1927 i: 


AutomobileRateChart 


And you will see at a glance on one 
side of one sheet all the following: 


List of 1,500 cities and territories 

Territorial Assignments 

List of leading automobile and 
symbols 

Commercial car classifications 

Excess limits table 

Rates for 10-20 and 5-10 public 
liability 

Rates for property damage 


30 per cent of the rates coming up in 
daily routine are fully presented. 


Price: $1.00 


Liberal Discounts on Quantity Orders 
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INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of August 1, 
1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply -the data. 

It can be readily understood that these quo- 
tations are not firm, due to the fluetuation of 
the market and are only intended to indicate 


the activity of their trading: 


Alliance Fire 


is va = Co., co ba ikeru Wotan 55 59 yy 4 Ce, Li 2 aa 

meric: iance ewis & Co., Hartfor 
Arthur Atkins & Co., N. Y........ 365 ae Ind dence Ind. Ins. Co. 

F re my 2 a cS a 365 ane ms — a Philadelphia 
m ansas City Life 
McKinley & Re | PEPE ee 255 270 Curtis & ) enon N.Y 
Lewis & Co., ERAGE Ss 6 5. 5 oe 255 he Lincoln National Life 

American Insurance Co., of Newark Roy T. H. Barnes & Co., Hartford... 

Arthur Atkins & Co., N. Y........ 23 25 Maryland Casualty 

Bankers & Shippers Lewis & Co., Hartford 
Arthur Atkins & Ge. . ie SAR 345 Curtis & Sanger, N. Y 
McKinley & Co., N. Y.........++- 350 Merchants Fire Ins. Co. of N. Y. 

Camden Fire Arthur Atkins & Co., N. Y 
Arthur Atkins & Co.,N. Y.4%..... 19 21 Milwaukee Mechartics 
McKinley & Co., N. AE a a8 oe 1944 20% Arthur Atkins & Co., N. Y 
J. i see or, we Co, I. ee xs 19% 20% McKinley & Co., N.Y 

Carolina Insurance Curtis & Sanger, N. Y 
Arthur Atkins & Co., a ee 52 55 ney ky, State Life 
J. K. Rice, Jr., & Co. Ae Se err 53 55 & J. Frank Co., Cincinnati 

Continental Ins. Co. National Surety 
Lewis & Co., artiogd. . 00) cele 191 194 Lewis & Co., wih go 
Arthur Atkins & a ae 191 195 McKinley & Co., ¥ 

City of New York Ins. Co. National Surety Rights 
Arthur Atkins & Co., N. Y........ 365 Be ad McKinley & Co., N. Y. 

Federal Insurance New Amsterdam Cas. 

Curtis & Sanger, N. Y...........- 625 Ber Curtis & Sanger, N. Y 

Federal Union Life ates x New Jersey Fire Insurance 
A. & J. Frank Co., Cincinnati...... 25 28 K. Rice, Jr., & Co., N. 

Fidelity & Deposit New York Casualty 
Curtis & Sanger, N. Y......5..44 225 228 Curtis & Sanger, N. Y 

Fidelity & Casualty Arthur Atkins & Co., N. Y 
Curtis & Sanger, Ni VY... 620. .06% 198 202 McKinley & Co., N. Y 
Arthur Atkins & Co., N. Y........ 197 202 Lewis & Co., Hartford 
McKinley & Co., N. ener eee 197 202 Niagara Fire Ins. Co. 

Fidelity Phenix Arthur Atkins & Co., N. Y 
Lewis & Co., a. ASAE EET TARA 141 145 Lewis & Co., Hartford........ 
Arthur Atkins & RG Ae 141 145 Ohio National! Life Ins. Co. 

Fire Association of Philadelphia A. & J. Frank Co., Cincinnati 
Wheeler & Co., Phila............. 52 54 Reliance Fire 

Fireman’s Insurance Co. Wheeler & Co., Philadelphia 
Arthur Atkins’ & Co., N. Y........ 228 233 Security Ins. of New Haven 

Franklin Fire , Lewis & Co., Hartford 
Arthur Atkins & +a ee geet Pee 245 -- 255 Stuyvesant 
McKinley & Co., N. Wr eds 245 255 Arthur Atkins & Co., N. Y 

Glens Falls Lewis & Co., Hartford 
Arthur Atkins & Co., N. Y....,... 60 63 U.S. F.G 
Lewis & Co., Hartford............ 60 62 Curtis . Sanger, N. Y 
Lewis & Co., Hartford............ 60 62 U. S. Fire Ins. €0 

Globe & Rutgers Lewis & Co., Hartford 
Arthur Atkins & Co,, N. Y........ -1800 1830 Arthur Atkins & Co., N. Y 


HARTFORD. INSURANCE STOCKS 


Our ‘technical service for Insurance Companies, includes: 


Curtis & Sanger, 
Great American 
Arthur Atkins & Co., 


Hanover Fire, stock 
Lewis & 


J. K. Rice, Jr., & 
Home Insurance 


J. K. Rice, Jr., & Co., 
Homestead 


J. K. Rice, Jr., & Co., 
urtis & Sanger, N. Y. 


eee 8 as Co. of St. Louis, Pfd. 
A, & J. Frank Co., Cincinnati 


Inter-Southern Life 


Bid Offered A. & J. Frank & Co., 


Insurance Co. of North America 


SPECIALISTS IN 


Lewis & Co., SF thoed 


Co., Hartford 
Arthur Atkins & Co., N. Y 
Harmonia Insurance (new — 


Arthur Atkins & cm N.Y 
McKinley & Co., N. N.Y 
Curtis & Sanger, N.Y 
Lewis & Co., Hartford 


Im sorters and Exporters 


Financial and economic counsel on investment policy. 


The underwriting and financing of capital increases. 


The control of negotiations leading to the purchase or 
sale of control. 


Advice on matters of general policy and expansion 


programs. 


Fuller Richter, Aldrich § © 


INVESTMENT BANKERS 
94 PEARL STREET 
HARTFORD. CONNECTICUT 


1810 
1815 
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234 
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119 


48 
48 
78 


223 
229 


39 
7444 
49 
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116 


“116 


325 
325 
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202 
200 


312 


245 
245 








Victory Insurance Co. 
Wheeler & Co. Philadelphia........ 19% 21 
Westchester Fire 
McKinley & Co., ly & BP ee” 62 64 
Arthur Atkins & Co., We Maticoadee 60 62 
J. K. Ri ce, Jr., & C., N.V ONcinge suet 62 65 
Curtis & & WEG SES oc éideccaweeus 62 64 
HARTFORD STOCKS 
Aetna Casualt oe Seeety 
Conning & Co., Hartford.......... 890 900 
Roy T. H. Sarees “e Ca. Hartford. 890 900 
Markham &'Company............ 890 900 
Lewis & Co., Hartford............ 890 900 
Aetna Insurance (Fire) 
Conning & Co., na eS wadiamee 565 575 
—! & Company ....:.....+. 565 575 
Roy T. H _ Bares & &. Co, Hartford. 565 570 
Curtis & San RS, RE 560 570 
Lewis & Co., ittbse niet ek cx 565 575 
Aetna Life Ins. Co. 
Curtis & Sanger, N. id a ee 652 662 
Markham ¥ a) a oe 650 660 
Roy T. H. Barnes & Ge Hartford. 650 660 
Lewis & %or Sere 650 660 
McKinley & OS Serr 650 665 
Automobile Insurance 
Conning & Co., Hartford.......... 245 255 
a & Comp ON cre, 0308 Histh cere 245 255 
Roy T. H hatees & Co., Hartford. 245 255 
Lewis & Co., Rae 245 255 
Conn. General Life 
Conning & Co., Hartford.......... 1675 1725 
Markham & Company...........-. 1675 1725 
Lewis & Co., Hartford............ 1675 1725 
Roy T. H. Barnes & Co., Hartford. 1675 1725 
Hartford Fire 
Conning & Co., Hartford.......... 600 610 
Markham & Company ey eee 600 610 
Roy T. H. Barnes & Dai: Hartford. 600 610. 
Lewis & Co., Hartford............ 600 610 
Hartford Steam Boiler 
Conning & Co., Hartford.......... 680 690 
Markham & Company ar Dat ace daa ¢ 680 690 
Roy T. H. Barnes & to, Hartford. 680 690 
Lewis & Co., Hartford............ 680 690 
National Fire 
Conning & Co., Hartford.......... 810 820 
ren & Compa: WF de 302 ais cidta’e 810 820 
Roy T. H. Barnes & bo. ., Hartford . 810 820 
Lewis & Co., » ane 810 820 
Phoenix Insurance 
Conning & Co., ong Noe Pree 625 635 
Curtis & - Sanger, er ee see Sees as 620 Ter 
Roy T. H. Barnes & Co., Hartford. 600 615 
Lewis & Co., Ry ee eee 600 615 
Travelers Insurance 
Conning & Co., Hartford......: ;... 1350 1360 
Markham & re Hartford .:s. 0.0. 1350 1360 
Roy T. H. Barnes & Co., Hartford. . 1350 1360 


Lewis & Co;, Hartford. ........4 4. 1350 1360 
NEW ENGLAND STOCKS “~ 


American Investment Securities Co. 


Chas. A. Day-&-Co., Inc.,-Boston. . 10 10 
Boston Casualty 
Chas: A.*Day & Co.; Inc.; Boston. ; 15 25 
Boston Insurance 
Lewis & Co., Hartford..........«.. 700 
Chas. A. Day & Co:; Inc., Boston... © 625 
Capitol Fire Ins. Co. 
has. A, Day & Co., Inc., Boston. 
PR Se dae vcs cnccdbecdasas 93 
CRON so oobi ehh 4 Cer ee da 280 
Columbian Natiorial Life Ins. Co. , 
Chas. A. Day & Co.,Inc., Boston.. 220 
Conveyancers Title Ins. Co. 
Chas. A. Day & Co., Inc., Boston. . 100 
Mass. Bond & Ins. Co. 
Chas. A. Day.& Co.,.Inc., Boston... 410 rons 
Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston. . 35 45 
New England Fire 
Chas. A. Day & Co.,.Inc., Boston. . 40 45 


New Hampshire Fire 

Chas. A, Day & Co., Inc., Boston.. 350 365 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston. . 250 
Providence Washington 

as. A: Day & Co., Incé,‘Boston.'. . 370° 395 

Springfield Fire and Marine 

Chas, A. Day & Co., Inc., Boston. . 575 600 
United Life & Accident Iris. Co. 

Chas. A.-Day & Co:, Inc., Boston. . 38 A& 


R. Bs HULL: TAKES POST 
Managing Director and Counsel of Life 
Underwriters Association Formally 
Inducted into Office 
Roger B. Hull, recently ‘appointed managing 
director and general counsel’ of the National 
Association of Life Underwriters, was formally 
inducted into office on August 3, when a group 
of leading New York underwriters met at the 

Association’s offices. 

Charles A. Foehl, of the Prudential, pre- 
sided at the meeting. Mr. Foehl is a member 
of the committee on reorganization and spoke 
briefly on’the work the committee proposed. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Thursday 
: 








a ~~ ly Premium plan. 
0. C L. BUILDING 


Same Rates for Males and Females. 


Participating and Non-Participating Policies. 





























Double Indemnity and Monthly Disability Income features for | be oe oe 
Males and Females alike. ADAMS ST. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 4) Continental | 5 Chicago 
| Commercial | & @) 

We have openings in Ala., Ark., Dela., D. C., Flas, Gas, Ml., Ia., en EL Seieoe Sige 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. — QUINCY ST. . oF 
- wa | _ Hlinois : 8S 

THE OLD COLONY LIFE INSURANCE COMPANY = /S2#/i@.)8) wechaw 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through nee 








JACKSON BOUL. 
Board | 





Insurance 
of 


Trade 














Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


























ARKANSAS 


The Land of OPPORTUNITY 
For Men and Women who seek liberal Agency 


Contracts with a Progressive Company. 


J. W. Middleton, Jr., is our Manager for West- 
ern Arkansas and Eastern Oklahoma, with 
present headquarters at 


Mena, Arkansas 








Write him in confidence and let your 
first letter tell what you can do. 


QmReNNNrnnncenaaneasuinsiecssenserenye 
eaeemasanaencnnsenncaaeieniriaeceniast 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE C0. 


Shreveport, La. 











THERE’S A REASON 


There are approximately 300 life insurance com- 
panies in the United States. 


Seventy-five of them are older than The Lincoln 
National Life, but— 


Only 24 of them have more ordinary insurance 
in force. 


Only 15 of them wrote more new Ordinary 
Life Insurance during the year 1926. 


The Lincoln National Life has passed more than 
two-thirds of the companies organized before it was. 


Eleven companies were 20 years old on December 
31, 1925. The Lincoln Life was one of the 1]. It 
had more insurance in force than the total of the 
other 10 companies. (See 1926 Year Book, Page 
464.) 


It is the second largest life insurance company in 
the world writing only “guaranteed low cost” life 
insurance policies. 


There’s a reason for this remarkable growth. 


nk uP(()wern me (UI NCOLN)) 


The Lincoln National Life Insurance Co. 
“Tits Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
More than $485,000,000 in Force 
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EDUCATIONAL SECTION { 
& For LIFE INSURANCE Agents 4 
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Protecting the Business 


By L. M. Brwweii 


Ontario Equitable Life and Accident Insurance Company 


Next to the primary purpose of protecting 
the home, the most important function which 
life insurance performs to-day is protecting 
the business. The need for business insurance 
is by no means confined to wealthy corpora- 
tions in the large cities. It exists to an even 
greater degree among the small partnerships 
which comprise the majority of the business 
institutions in the various urban centers scat- 
tered throughout the country. 

The field of business insurance is both in- 
teresting and attractive. It affords an easy 
method of approach, and if the sale is success- 
fully completed it is usually for more than the 
average amount. On the other hand, it involves 
some preparation and requires the possession of 
a certain amount of special knowledge. It is 
intended in this article to deal with those phases 
of business insurance which are more commonly 
met with by the agent in the course of his 
daily canvass. 

There are three classes of business with which 
we usually come in contact, each of which has 
its individual problem which has to be dealt 
with in a separate way. These three classes 


are: 
1. The one-man business. 
2. The partnership. 
3. The corporation or limited company. 


THE One-Man BusINEss 

Insurance fills two vital needs in the one-man 
business. 

a. It protects the credit of the business dur- 
ing his life. 

b. It absorbs the loss occasioned through his 
death. 

Business life insurance will enable him to 
secure more readily the line of credit neces- 
sary to finance the business. At any time that 
money is badly needed and cannot be secured 
through the usual source, the loan value of the 
policy is immediately available. 

At his death it provides cash to meet the 
more pressing obligations, and enables the busi- 
ness to be carried on until it can be disposed 
of to good advantage. Without it, the business 
may depreciate 50 per cent or more immediately 
upon his death. With it, it may be held up to 
almost its full value and no loss will be suf- 
fered. It takes up the shock of his death. 

The form of policy used is immaterial. It 
is usually written on the whole life plan, as it 
is generally desirable to secure permanent pro- 
tection at as low a premium as possible. The 
policy should be made payable to the estate, in 





order to leave him free to conduct any transac- 
tions with it that may be required in carrying 
on the business. At his death the proceeds 
will be used to liquidate any indebtedness, thus 
leaving his family free of this responsibility, 
and the value of the business that he has spent 
the greater part of his lifetime in building up 
will remain solvent and secure. 

Should he desire that at his death the pro- 
ceeds of the policy shall be paid direct to his 
wife, or other preferred beneficiary, and be 
exempt from the claims of possible creditors, 
he can attach a declaration to the policy appoint- 
ing such person the beneficiary. This will leave 





This article is extracted from a recent 
publication in which Mr. Bidwell re- 
viewed the entire subject at length. 

The author has acknowledged indebted- 
ness to H. J. Sims, K. C., for assistance 
in connection with various legal points 
contained in this article, and to the Union 
Trust Company and the Security Trust 
Company, both of Detroit, for supplying 
data on trust agreements——Enpitor’s Note. 











him free to carry out such transactions with the 
policy during his lifetime as he may desire for 
the protection of the business, and will, at the 
same time, have the same effect upon his death 
as though he had appointed the preferred bene- 
ficiary in the policy; provided he has not as- 
signed the policy in the meantime. Such declara- 
tion should not be filed with the insurance com- 
pany, or his freedom of action during his life- 
time will be defeated. 


THE PARTNERSHIP 

There is a vast field in this country for part- 
nership business insurance. A large amount 
is written each year, but even more could be 
written if the principles and methods involved 
were more generally understood by iife insur- 
ance men as a whole. There are very few 
agents who cannot put up an excellent argu- 
ment as to why the insurance should be carried 
and what it will accomplish, but there are many 
who do not thoroughly understand how to carry 
out the details. 

As a matter of fact it is not possible to lay 
down a fixed rule of procedure which will ap- 
ply to every case. Partnerships are governed 
by a variety of conditions, the various combina- 
tions of which have to be taken into considera- 
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tion in framing a proposal for partnership in- 
surance. It is possible, however, to outline cer- 
tain fundamental principles, the mastery of 
which should enable the agent to solve most of 
the problems with which he will come in con- 
tact. 

Wrat It Is 

What is a partnership? A partnership is an 
agteement between two or more persons who 
join together to carry on a certain business. 
Each contributes a certain amount to the under- 
taking, and it is agreed that the profit and loss 
shall be divided between them in proportion 
to their contribution. The contribution may 
be cash, property, or ability. It may be a patent, 
or it may be anything. The agreement, which 
should be in writing, is called “Articles of 
Partnership.” The partnership should be regis- 
tered, but it is not necessary to register the 
“Articles of Partnership,’ which may be 
changed from time to time to conform to the 
changing conditions of the business. 

There are two conditions which apply to 
every partnership, which should be borne in 
mind in any discussion of partnership insurance : 

a. The death of a partner automatically 
terminates the partnership. 

b. The partners are individually and collec- 
tively responsible for the debts of the firm. 

It is on account of (a) that business insur- 
ance is of such vital importance in ensuring 
the permanent success of a partnership. The 
method of dealing with (b) will later be con- 
sidered in full detail. 

For the sake of clearness it is proposed to 
divide the subject under separate headings. 
The first is the purpose which it is required to 
accomplish. Upon this depends the whole solu- 
tion of the problem, and until this is ascertained 
no progress can be made. 


Purpose Durine Lire 

a. To strengthen credit and stabilize the 
business. 

It is hardly necessary to enlarge on this pur- 
pose of partnership insurance. Not only will 
credit more readily be granted when insurance 
is carried, but the loan value of the policies 
themselves is a reserve fund which is quickly 
available at a crisis when money cannot be se- 
cured through the regular channels. 

b. To create a sinking fund. 

This is not often of prime importance in a 
partnership, but it is often a factor where a 
mortgage or similar long term liability exists. 
Furthermore it should be pointed out that the 
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increasing cash surrender values of the poli- 
cies create a sinking fund which will be of great 
value in the later years. 


Purpose AT DEATH 


a. To take up the shock of a partner’s death, 
so that the business can be liquidated to the 
best advantage. 

The death of a partner often removes the 
member upon whom the firm and its creditors 
depend for the handling of its finances. The 
firm is crippled for cash and the creditors de- 
mand immediate settlement. The survivor or 
survivors, desiring to discontinue the business, 
may be forced into an immediate liquidation 
which will result in a heavy loss. Insurance on 
the life of the deceased member will enable 
them to satisfy the creditors and carry on the 
business until it can be sold to the best ad- 
vantage. 

Note.—In applying the principles outlined in 
this article it is immaterial whether there are 
two or, more partners. Wherever reference is 
made to the “partner” or “survivor” it may be 
considered as applying also to “partners” or 
“survivors.” 

b. To tide over the business, taking care 
of the more pressing obligations, so that it can 
be determined as a going concern. 

The insurance proceeds will take care of the 
shock of the partner’s. death, as outlined in 
(a), and will also furnish cash to carry on the 
business. The survivor will thus be enabled 
to continue the business, and to purchase the 
deceased partner’s interest out of the business 
in accordance with the terms of an agreement 
which has been entered into. 

c. To provide cash with which the survivor 
can buy out the deceased partner’s interest. 

This is probably the most common purpose 
for which, partnership insurance is required, 
and the most important. Its value is so evident 
that comment is unnecessary. 

d. In addition to (¢), to provide means to 
pay off all or a ‘portion of the current liabilities. 

This is a very important provision which is 
often overlooked in adjusting a partnership in- 
surance proposal. To provide cash to pur- 
chase the deceased partner’s interest is good. 






WANTED 


State Supervisor for 
Texas, for Legal Reserve 
Company with income of 
over three million dollars. 
Address Box 450, care of 
THE SpecraTor, P. O. 
Box 1117, City Hall Sta- 
tion, New York, N. Y. 
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It is little satisfaction to the survivor, how- 
ever, to be left sole owner of the business, 
whene there are pressing obligations for which 
the creditors demand an immediate settlement 
and no cash with which to pay them. The re- 
sult may be a forced liquidation of the busi- 
ness and a heavy loss to the survivor. 


How Partner’s INTEREST Is ARRIVED AT 

a. A fixed amount agreed on in advance. 

While this method simplifies settlement in 
the event of death it is usually not an equitable 
adjustment and may pave the way to litigation. 
While the amount which has been fixed may 
be adequate to-day, it may be quite inadequate 
two years hence. Should one of the partners 
die his estate would be justified in refusing to 
accept in settlement a sum which is considerably 
less than his interest in the business at the time 
of his death. 

Should this method be adopted the value 
might be an arbitrary amount, based on the 
partner’s investment in the business in cash or 
ability or both. If the business had been in 
operation for some time, and had become stabil- 
ized, it might be possible to arrive at a fairly 
accurate valuation of the respective partner’s 
interests. 

b. A variable amount arrived at by agree- 
ment among the partners from time to time 
during their lifetime. 

This is quite a satisfactory method, but is 
sometimes objected to on the grounds that it 
is rather complicated to work out in practice, 
and involves too much detail. 


It could be worked out by providing that an 
appraisal be made at stated intervals, as, for 
instance, at the. annual stock-taking, such ap- 
praisal to hold good until the next annual stock- 
taking, or until a specified date. 

c. A valuation made at the death of one 
of the partners. 

This is the most equitable method and in- 
volves no difficulty in carrying out. It is the 
method that should invariably be recommended, 
and if the partnership agreement has been prop- 
erly drawn ‘will secure the’ most satisfactory 
results for all the parties concerned. 

In this case an appraisal would be made on 
the death of one of the partners, and the value 
of each partner’s interest arrived at. Pro- 
vision should be made in the agreement for the 
appointment of the appraisers, and might. con- 
sist of one person to be nominated by the sur- 
vivor, one by the estate of the deceased, and a 
third to be nominated by the other two. If 
arrangements have been made for the appoint- 
ment of a trustee he might also be appointed 
to act as valuator. This is usually a very 
satisfactory arrangement, as the trustee is act- 
ing equally in the interest of both parties. 


SHOULD INSURANCE PROCEEDS BE INCLUDED IN 
VALUATION ? 


a. If the purpose of the insurance is to 
take up the shock of the partner’s death, as 
in 2 (a), then the proceeds of the insurance 
should be included in the assets of the firm, 
and also the cash surrender value of the sur- 
vivor’s policy. The survivor will carry on the 
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Stephen M. Babbit 
President 


HUTCHINSON 














business with the estate of the deceased until 
there is a favorable opportunity to make a 
sale. The business will then be disposed of and 
the proceeds divided, in accordance with an 
agreement which has been previously executed 
by the partners. 

b. If the purpose of the insurance money 
ts to furnish means whereby the survivor can 
carry on the business, as in 2 (b), then the 
proceeds of the insurance policy should be paid 
in to the firm and become a part of the assets. 
An agreement will have been entered into be- 
tween the partners providing for a valuation 








First With American 
Men Table 


On Feb. 1, 1927, we began issuing policies 
and announced new rates based on the 
American Men’s Table. This table is 
admittedly the coming standard in life 
insurance. 


Illinois Bankers Life is in the fore with 
modern insurance development in rates, 
policy forms, agents’ contracts and sales 
helps. Its policies carry liberal paid-up 
and extended insurance and old age cash 
values, together with accident and dis- 
ability benefits and savings features. 


Write for open territory to 
Superintendent of Agents 


Illinois Bankers Life 


Association 


Monmouth Illinois 
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of the business (if this has not been previously 
fixed), and setting forth the terms under which 
the survivor undertakes to purchase the busi- 
ness from the deceased partner’s_ estate. 
Whether or not the valuation should include 
the cash surrender value of the survivor’s pol- 
icy is a matter of opinion and agreement. From 
the standpoint of equity, it should be included. 

c. In the large majority of cases partner- 
ship insurance is taken for the purpose of pro- 
viding cash to purchase the deceased partner’s 
interest, as in 2 (c) and (d). There is a wide 
difference of opinion as to the rules to be ap- 
plied in these cases. Some authorities include 
the proceeds of the insurance policy in the as- 
sets; others do not. Others add also the cash 
surrender value of the survivor’s policy. Others 
suggest the inclusion of these two items in the 
assets, to be offset by a sum which is the ap- 
praised value of the partner’s activity to the 
business, thus depreciating it to the extent that 
it suffers financially from his death. 

Theoretically the last method would appear 
to be the most equitable, but in practice it 
would seem to be both complicated and un- 
necessary. The amount of the life insurance 
is supposed to replace the deceased partner’s in- 
terest in the business, and the one amount should 
offset the other, in which case there is no 
object in adding the one and deducting the 
other. 


To look at it in another way, while the busi- 
ness no doubt suffers from the partner’s death, 
the survivor becomes possessed of the whole 
business, instead of the half which he owned 
formerly, and it is unlikely that the death of 
one partner will cause the business to depre- 
ciate 50 per cent or more. To add the insur- 
ance proceeds to the assets would be to swell 
the survivor’s interest to a still greater extent. 
Furthermore the insurance is not taken for 
the purpose of increasing the estate of the 
partners, but of protecting what they already 
have. 


If the above arguments are sound then the 
whole proceeds of the insurance policy should 
not be added to the assets of the firm in arriv- 
ing at a valuation of the business, but only such 
portion, if any, as may exceed the amount re- 
quired to pay out the deceased partner’s interest. 

It has been stated above that some authori- 
ties recommend the inclusion of the cash sur- 
render value of the survivor’s policy in arriv- 
ing at a valuation of the assets. The writer 
does not agree with this suggestion and it is not 
clear what purpose it is intended to serve. In 
case this statement appears inconsistent with 
the settlement recommended in paragraphs (a) 
and (b) above it may be pointed out that the 
circumstances are quite different. 

In the case of (a) and (b) the entire assets, 
including the insurance, are thrown into the 
common fund for distribution between the sur- 
vivor and the deceased’s estate. As the. survivor 


could cash in his policy for its cash surrender 
value this should be included in the assets. 

In the case we are considering, however, the 
insurance is a fund, created by the payment of 
certain premiums, for the express purpose of 
liquidating the deceased partner’s interest in the 
business. ; 
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Had the insurance not been taken out the 
partners would be benefited during their life- 
time by an amount equal to the premiums which 
have been paid on the insurance. These pre- 
miums would either have gone to swell the as- 
sets of the business, or would have been dis- 
tributed to the partners in the form of profits. 
In making an appraisal of the business at death, 
therefore, the most equitable method would be 
to add to the appraised value the amount which 
has been paid in premiums on all the insurance 
carried by all the partners up to the date of 
death. 

Summarizing the above we arrive at the fol- 
lowing conclusions: 

d. Where the insurance is for the purpose 
of taking up the shock of the partner’s death, 
as in 2 (a) or (b), the valuation should include 
the proceeds of the insurance policy, and also 
the cash surrender value of the survivor’s policy. 

e. Where the insurance is for the purpose 
of purchasing the deceased partner’s interest, 
as in 2 (c) or (d), the valuation should not 
include the insurance proceeds, except to such 
an amount, if any, as is provided in the agree- 
ment to take care of liabilities, or such an 
amount, if any, as may exceed the sum re- 
quired to pay out the deceased partner’s inter- 
est. It should also include the total amount 
which has been paid in premiums on all the 
policies. 


INDIVIDUAL oR JoINT POLICIES 

With regard to the objects of the insurance 
as outlined in section 2, these will be fulfilled 
equally well by either individual or joint poli- 
cies. 

Where there are three partners holding un- 
equal shares two joint policies may often be 
applied to advantage. For instance, A’s inter- 
est is $15,000; B’s is $10,000, and C’s is $500. 
A and C take a joint policy for $5000, A and B 
take a joint policy for $10,000. If any one 
of them dies the amount of his interest is paid. 

The only advantage of a joint policy is that 
it requires a smaller premium to cover the 
amount of the risk. Against this it has two 
serious disadvantages. First, the partnership 
may be dissolved, in which case it is unlikely 
that the partners will desire to be encumbered 
with a joint policy. Second, on the death of 
one of the partners the survivor will be left 
without the protection at the time he most needs 
it. He may not still be insurable, and if he is 
he will have to pay an increased rate for a new 
policy. Furthermore, joint policies are not so 
adaptable for credit purposes during the lifetime 
of the partners. 

Individual policies overcome all these diffi- 
culties. While the total premium required to 
cover the risk is slightly greater, the cost per 
$1000 is considerably less. It is therefore ad- 
visable in most cases to recommend individual 
policies. 


AMOUNT OF INSURANCE REQUIRED 
a. Where the insurance is for the purpose 
of taking up the shock of the partner’s death, 
as in 2 (a) or (b), the amount should be|suffi- 
cient to take care of average current obligations, 
bank overdraft and other immediate liabilities 
for which payment might be pressed on the 
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death of one of the partners. It should also be 
sufficient to provide some cash to carry on the 
business, the amount of which would depend 
on the nature of the business and its financial 
position. 

A firm will often defer the placing of busi- 
ness insurance because they are financially un- 
able to carry an amount sufficient to fully 
cover their interest in the business. This ap- 
plies especially to a young or newly established 
firm. If the value of insurance as outlined in 
2 (a) or (b) is explained they may be induced 
to take out a comparatively small policy to 
start with. As the business grows their finan- 
cial position improves, and its value becomes 
stabilized. They can then increase the insur- 
ance and adapt it to the purpose outlined in 2 
(c) or (d). 

b. Where the insurance is for the purpose 
of purchasing the deceased partner’s interest, 
the amount should at least equal that interest 
at the time the insurance is taken. If the busi- 
ness is growing the amount should, if possible, 
allow for a reasonable future increase. If it is 
required also to take care of certain liabilities, 
as in 2 (d), it should also include an amount 
sufficient to cover them. If the partner’s inter- 
est is a fixed amount, as in 3 (a), the amount 
of insurance required is automatically fixed. 


By Wuom ArE THE Poricies APPLIED FOR AND 
To WHom PayYABLE? 

a. By each partner for a policy on his own 
life payable to the other partner. 

b. By each partner for a policy on his own 
life payable to the firm. 

c. By each partner for a policy on his own 
life payable to a trustee. 

d. By the firm as applicant payable to the 
firm as beneficiary. 

e. By the firm as applicant payable to a 
trustee. 


a. By each partner for a policy on his own 
life payable to the other partner. This method, 
though quite commonly used,. is not recom- 
mended. Under this- arrangement the part- 
ners enter into an agreement covering the dis- 
position of the business and of the proceeds of 
the insurance policy. It will also be necessary 
for each partner to make a will, appointing an 
executor to’ administer his share in the busi- 
ness. While it may work out quite satisfac- 
torily as long as everything runs smoothly, it 
may lead to complications if a disagreement 
arises. 

b. By each partner for a policy on his own 
life payable to the firm. This method is more 
desirable than (a). Each partner applies for a 
policy payable to the partnership. Upon the 
death of either the checks for the insurance 
proceeds will be payable jointly to the survivor 
and the executors of the deceased, and there is 
less liklihood of a hitch to occur. 

c. By each partner for a policy on his own 
life payable to a trustee. The partners agree 
on a trustee or trust company, and enter into a 
trust agreement. This agreement outlines the 
disposition that is to be made of the business 
in the event of death. Should the purpose of 
the insurance be as outlined in 2 (a).or (b) 

(Concluded on page 42) 
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INSURANCE TRUSTS 
New Book Being Hailed as Valuable Ex- 
position of Subject 


Widespread approval and endorsement of the 
new book, entitled “Insurance Trusts” and 
written by C. Alison Scully, vice-president and 
trust officer of the National Bank of Commerce 
in New York, is being accorded not only by 
those in the insurance business but by qualified 
opinion in banking and legal circles. This book, 
which may be obtained from The Spectator 
Company, selling agent, at $3 per copy, gives a 
practical exposition of the whole field of insur- 
ance trusts. Some comments on the book, in- 
dieating its value, are as follows: 

From one of the foremost insurance authori- 
ties in New York— 

“I suppose you are not unaware of the fact 
that most attempts to put in printed form in- 
formation relative to Insurance Trusts. have 
been indefinite and uninteresting in the extreme, 
and I find yours to stand alone in direct con- 
trast.” 


From a vice-president of one of the fore- 
most trust companies in New York— 

“It is one of the best works on this subject I 
have seen.” 

From the president of one of the largest life 
insurance companies in the country— 

“The book will prove of much interest and 
be valuable to me.” 

From others— 

“T believe this is quite as important a ques- 
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28 Applications 


—From 50 Names 





That was the record of one 
Mutual Trust agent taking ad- 
vantage ‘of the Direct - Mail 
Service offered full-time agents. 
This Service is without charge 
and is part of the plan of co- 
operation between Home Office 
and agents, being carried out by 


Mutual Trust, 
Send for your copy of 


“Choosing a Company” 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
f 77 West Washington Street 
i 
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unlimited production. 





Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
— .as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








tion for life insurance men as for banks."—Life 
insurance official. 

“It is a clear and instructive work, which will 
be an addition to insurance trust literature. The 
trust company men throughout the country are 
indebted to you for the manner in which you 
have placed this before those interested.”— 
From the vice-president of an important trust 
company in the Middle West. 

“Tt is the best presentation of the subject mat- 
ter that I have seen. It is concise and, at the 
same time, fully informative.’—From the vice- 
president of a leading bank on the Pacific 
Coast. 

“The book on Insurance Trusts is valuable 


and interesting and I am sure will be found 
very useful.”—From the vice-president of one 
of the leading industrial companies in the coun- 
try. 


“Tt is a most useful hand-book of informa- 
tion dealing with a subject of which a lawyer 
should have knowledge.” “T find it 
a most useful book of reference.”—-Members of 
the Bar. 


“Might I say that the book, its completeness 
and the addenda in the back make it one of the 
best that has been brought to my notice in this 
particular line of trust affairs?”—Financial edi- 
tor of a New York daily. 


SIX MEN 








We have six new terri- 
tories for six good men 
under real general 


agents 


contracts. 


Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 
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SECTION 


The Life Insurance Salesman’s Code of Ethics 


Codes of ethics are quite the thing nowdays 
with members of business men’s lunch. clubs 
and other organizations and it is interesting to 
find that the proposition of formulating codes 
of ethics as a means of aiding in the securing 
of business, has been found very worth while 
by individual life insurance salesmen. 

It will, no doubt, be valuable to other ordi- 
nary life insurance salesmen to see what some 
of these codes of ethics are like, as in this way 
such life insurance salesmen may be helped 
in visualizing and clarifying their own codes 
of ethics and thus helping themselves in build- 
ing more business. 

Here, then, is the code of ethics used with 
much success by one energetic and enterprising 
life insurance salesman: 


One Soricrror’s Cope 

“1.—-To play fair and square with my clients, 
with my company, with everyone with whom 
I come in contact and with myself at all times. 
By playing square with myself I mean that I 
will do the things which keep me in good 
physical and mental condition and which make 
me have pride in my methods and in my accom- 
plishments. 

‘2._Never to misrepresent things in either 
my advertising, my sales talks or my promotion 
work, 

“3.—Consistently and constantly to keep up 
the quality of the work I do. 

“4—To be optimistic, enthusiastic and ener- 
getic. 

“5.—Never to knock my competitors and 
never to make slurring remarks about any 
prospects who finally make their purchases of 
insurance from my competitors. Also, never 
to gossip about my clients or to reveal any- 
thing at all about their personal affairs. 

“6—To be a good citizen and to always be 
ready and willing to do my part in any of the 
organizations to which I belong and in any 
matter of civic progress which may come up. 
In other words, always to help my business by 
helping the town grow and thus increasing the 
number of possible prospects in my territory. 

“7.—To keep up with the times by means of 
reading the daily newspapers, reading my trade 
paper, taking note of new things seen around 
the city and talking with my fellow men. 

“8.—Never to give my customers any cause 
for annoyance or irritation because of the man- 
ner in which I operate my business or because 
of the things I say to them or because of too 
great activity in trying to sell to them. 

“9 —Never.to let my desire for pleasure and 
amusement take me away from my business so 
much that my sales will begin to show a distinct 
falling off. 

“10.—To be a credit to the community in 
which I live, to my family and to my business 
associates and particularly to the company I 
represent.’ 

That’s a pretty good code of ethics for almost 
any live-wire life insurance salesman, isn’t it? 
Certainly the man who has formulated this 


By Frank H. WitiiaAmMs 


code of ethics for his own use and who lives 
up to it religiously, has found that it is an 
immense help to him. And, no doubt, other 
life insurance salesmen might find it equally 
helpful to them. 

A somewhat different code of ethics has been 
framed and is used by a life insurance sales- 
man who has been selling both industrial and 
ordinary life insurance in the same location for 
over twenty years. 

Here it is: 


As ANOTHER SEEs It 

“1.—To see to it all the time that my clients 
get the sort of insurance that is best suited to 
their needs and to their buying powers other 
than simply trying to sell to them the sort of 
insurance which will make me the most money. 
This is good business for me because this sort 
of thing makes satisfied clients and my very 
best asset in securing more business is satis- 
fied policyholders. 

“2.—I will at all times carefully study all the 
letters and literature sent to me by my com- 
pany so that I may be perfectly familiar with 
what I am selling and with what the company 
is doing. Also I will put into practice the sug- 
gestions that are sent to me from time to time 
by the company because I realize that my com- 
pany has made a big success in the insurance 
business and can give me hints and suggestions 
which will be of very great help to me indeed. 

“3.—I will never ‘unsell’ a client. That is, 
I will never do anything or say anything to 
make the client feel that he has made a mis- 
take in purchasing insurance from me or that 
he should have purchased a different sort of 
insurance. An ‘unsold’ customer, I realize, is 
one of the worst liabilities I can have because 
such a client is quite apt to say nasty things 
about me and my methods and my company to 
other people, thus making it harder for me to 
put sales across. 

“4—T will preach the gospel of personal fit- 
ness, not only for the purpose of helping to 
prolong the lives of my clients, but also as 
a means of making myself better fitted for step- 
ping out and getting more business. I will not 
overeat, I will exercise every day, I will keep 
away from alcoholic beverages as much as 
possible and I will not worry. Wherever I 
can do so without creating trouble I will try 
to get my clients into gymnasium classes and 
outdoors and will try to make them more op- 
timistic and cheerful. 

“5—I will not be simply a peddler. I will 
keep myself out of the class of men who make 
prospects feel that no courteous hearing is 
necessary. I will be dignified in my selling 
efforts, I will make prospects feel that it will 
be worth their while to hear what I have to 
say and I will advance real sales arguments, 
instead of simply peddling my wares to who- 
ever may want to buy. 

“6.—I will concentrate on the real essentials 
in my business. In other words, I will concen- 
trate on selling insurance and learning more 
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about the insurance I’m selling and more about 
good sales methods. I will spend as little un- 
necessary time as possible in writing letters. I 
will spend no more time in my office than is 
needed for the proper conduct of my business 
and in all ways I will waste as little time as 
possible on things outside the primary essen- 
tials of actual selling and study of methods and 
policies, etc. 

“7—I will not worry. about what the other 
fellows are doing. I realize that this sort of 
thing is a waste of time and effort in the 
long run and that when I worry about the 
other fellows all the time I actually unfit my- 
self for my own work. So I will, at all times, 
attend to my own business. 

“8.—I will continue to believe with all my 
soul in the benefits and value of life insurance 
to the average person. How can I sell life in- 
surance successfully unless I believe in it 
thoroughly ? 

“9—I will work hard. That, in the final 
analysis, is the very best possible way for me 
to make a success in my chosen calling. Hard 
work means more business for me and more 
profits.” 

Certainly all this is worth the careful at- 
tention and consideration of all life insurance 
salesmen who are ambitious to do the very best 
possible in selling insurance, ordinary or other- 
wise. 





Who Pays the Price? 

Have you ever stopped to question, “Who is 
really injured when a policy is lapsed?” 

Sometimes a policyholder who has been pay- 
ing the premiums without “seeing any benefit” 
from his payments, becomes weary of well- 
doing, and wonders whether after all, since 
money is needed for so many other things, those 
payments might not be postponed until some 
more convenient period. 

If they have been properly sold in the be- 
ginning, they won’t think lightly of their in- 
surance, but even then, for safety’s sake, it is 
well to keep driving home the danger in leaving 
their families and loved ones unprotected. 

Policyholders should never be permitted to 
forget this great fact: 

The danger of death always surrounds us. 
Its ultimate happening is sure—the uncertainty 
of the time presents an ever-present danger 
which affects most greatly those who are left. 

The danger—or “risk” as it is called, is a 
real thing—none the less real because it is in- 
tangible, but it becomes real and _ tangible 
enough to the widow or the children the mo- 
ment that risk becomes a certainty! 

The policyholder who realizes the reality of 
this risk—its constant menace—its ever-present 
threat of hardship and suffering to loved ones 
—will make any sacrifice before he will lose his 
insurance—the only protection against that 
danger. 

It is the women and the children, the help- 
less and unfortunate, who pay the price when 
a policy is lapsed—Colonial News. 
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An Old Man’s Soliloquy by Hatler Johnson 

The following letter, written by Hatler John- 
son, special income representative of the Re- 
liance Life Insurance Company of Pittsburgh 
at Paintsville, Ky., was mailed by him to two 
prospects with whom he had been unable to se- 
cure an interview. Not only did the letter make 
the desired interviews possible, but Mr. John- 
son wrote one of the prospects for a $10,094 
old age pension endowment at age 65, with an 
annual premium of $443.75 and has secured 
an agreement from the other to take the same 
kind of a policy. Incidentally, the Reliance 
Life man got settlement with the application. 
For the benefit of other life insurance pro- 
ducers, Mr. Johnson’s successful letter is re- 
printed in full as follows: 

Somewhere in Time to Come, About 1955. 
John Jobang, 

The Young Man, 

Assumption, Ky. 

My Dear Young Man: 

To-day I am an old man. I am standing on 
the Western Mountain of Life. With my hands 
in my pockets (for I have nothing else to put 
in them) I am standing meditating on the jour- 
ney down the other side. I am thinking of 
the times thirty years ago when Hatler John- 
son talked to you about the money I would need 
to make my journey over the Western moun- 
tains a comfortable and pleasurable journey for 
a successful old man. I am bitterly wonder- 
ing why you failed me—why you did not take 
an old age pension policy in order to help me 
down off of this miserable old jaggery moun- 
tain. 

Because you were successful you thought I 
would have all the money I would need. 

Because you were young and ambitious you 
robbed me to invest for ambition’s sake. 

You lost all you had after the prime of your 
life was over. Then it was too late to stage a 
“comeback.” 

You threw on me the responsibility of reap- 
ing the misery of your neglect to take the old 
age pension insurance which was explained and 
urged upon you many years ago. 

Good-bye Young Man. I must go. I just 
only wanted to turn about and face you and 
bring to your memory a few reflections of the 
past. Here I go. I am starting down the 
other side of the mountain. Perhaps it will 
be best that you never hear from me again be- 
cause the road ahead looks to be full of chasms 
and pit-falls, and if you should hear of my 
fate—but, alas, I do not want to trouble your 
heart because I am not worthy of your con- 
sideration, for I am just only a miserable old 
man without money or home. 

Oh! days of my youth, return. Oh! return 
again and I will prepare for the needs of The 
Old Man 

Yours regretfully, 
JoHN JoBanc, THE OLD Man. 


Finish the Job! 

When you write industrial on a straight can- 
vass, you have simply paved the way to bigger 
results. 

The hardest part of the job is over when 
you have gained an entrance to the home 
through a straight canvass. 

The industrial business you secure is a neces- 
sary part of the family life insurance program. 
It provides for the immediate expenses inci- 
dental to death of any member of the family. 

Industrial endowments lay the foundation for 
thrifty habits, and are often the sole means of 
saving the small amounts which would be 
otherwise wasted. 
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But your straight canvass is not complete 
until you have followed up your canvass with 
night calls to sell complete life insurance pror 
tection to the breadwinner of each family and 
to the young people who are employed. 

The industrial pay-streak that you struck 
on a straight canvass gets wider and richer as 
you follow it up with night calls for ordinary. 

If you don’t follow up your canvass with 
night calls, both you and the families whom 
you canvass are losers. 

You lose the bigger commissions which ordi- 
nary business pays, and the insured family loses 
the full protection which ordinary provides. 

The same policy that protects the family 
against untimely emergencies, also accumulates 
a savings fund for late years. 

Sufficient ordinary means complete protec- 
tion; it is the perfect provision for the future. 

Perfect your canvass and your record by 
writing complete protection in every home. 

Where there’s industrial, there’s ordinary, 
just like the milk in the cocoanut. 

—Western and Southern Field News. 





WE WANT LIVE WIRE 
INSURANCE MEN 


Highest commissions paid to 
those who can produce and organ- 
ize a territory. We give better 
and more protection for the same 
money than any other company; 
also better service to policy 
holders and agents. 


If you can produce, we need you 


INCOME 
GUARANTY COMPANY 


South Bend, Indiana 








The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- | 





sachusetts Mutual has been building up 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no _ better 
company to buy from and none better to 
represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 
of Insurance in Force 








Thursday 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,696,313.08 on Deposit with the 
Indiana Insurance Department 


$567,115.17 Surplus Protection to 
Policyholders 


$45,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 

NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN I 
INDIANA, OHIO, ILLINOIS MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNT 4 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 

















North American 
National Life 
Insurance 


Co. 


Nashville, Tennessee 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 
a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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Eighth International Congress of Actuaries 


in Retrospect 
(From Our London Correspondent) 


Lonpon, ENGLAND, July 15.—It is on record 
that the first International Congress of Actu- 
aries was held at Brussels as far back as 1895, 
and, at triennial intervals, other such congresses 
took place in London, Paris, New York, Ber- 
lin, Vienna and Amsterdam. Then came the 
war, which prevented the holding of the 1915 
congress, and postponed resumption of these 
gatherings until the present year. 

The Eighth International Congress now 
proved an outstanding success. The number of 
overseas delegates attending was placed at over 
400, and more than 100 papers were submitted 
by actuaries from all parts of the world. In 
the press, special prominence has been given 
to the proceedings; and the subject of “insur- 
ance’ has been brought home to the general 
public in a manner calculated to add consider- 
ably to its attractiveness. 

There was a splendid attendance at the open- 
ing ceremony, which took place impressively in 
the Hall of the Grocers Company—one of the 
oldest city guilds, which was established so long 
ago as 1345 (in the Reign of Edward III), and 
since 1427 has held its business and social 
meetings in a building occupying the present 
site. The imposing edifice stands in the heart 
of the city proper, and within a hundred yards 
or so from the historic Guildhall, and is entered 
from Prince’s street, which is flanked by the 
Bank of England. ° 

The first item on the program was the read- 
ing by the Lord Mayor of London of the mes- 
sage from H. R. H. The Prince of Wales, who 
gave his patronage to the Congress by accept- 
ing the office of honorary president. The mes- 
sage was as follows: 

“The resumption of the series of Interna- 
tional Congresses of Actuaries after an inter- 
val of fifteen years is an event of some impor- 
tance, not only on account of the magnitude of 
the financial institutions, for the technical man- 
agement of which the actuarial profession is 
responsible, but also because those institutions 
are engaged in the practice and development 
of various systems of insurance which are of 
a beneficent charactr to the communities 
which they serve. The list of subjects which 
you are met to discuss is eloquent of their 
beneficent character as well as the wide range 
of your activities. It has, therefore, given me 
much pleasure to accept the position of honor- 
ary president of the Eighth International Con- 
gress of Actuaries, and it is my earnest hope 
that success will crown your deliberations. I 
hope that as a result of your meetings the 
members of various nationalities will acquire 
an increased measure of friendship and esteem 
for each other and that much benefit will accrue 
to all from the interchange of opinion upon 
scientific and professional subjects, which is 
the object of the Congress.” 

This was succeeded by the reading of a 
resolution from the executive committee of The 
League of Nations Union, which offered cordial 
greetings and expressed the hope that. “the 





deliberations of so important an international 
gathering will tend still further to promote 
that spirit of co-operation between nations for 
which the League of Nations essentially stands.” 

Remarking that he regarded the Congress 
as an important event in his year of office the 
Lord Mayor of London (Sir Rowland Blades, 
Bart., M. P.), commented on the fact that the 
Congress had been recognized by the govern- 
ments of all the principal nations and that no 
fewer than 20 countries were represented by 
officially appointed government delegates. 

M. Amédée Bégault (Hon. President of the 
Permanent Committee of International Actu- 
arial Congresses), who acted as chairman, re- 
ferred, amongst other matters, to the increas- 
ing importance assumed by industrial and so- 
cial insurance. 

In his presidential address Sir Joseph Burn, 
K. B. E. (Who, it may be mentioned, is, in ad- 
dition to being president this year of the Insti- 
tute of Actuaries, general manager of the Pru- 
dential Assurance Company, Ltd.—Great Bri- 
tain’s greatest insurance company) paid a 
special compliment to America, in the course 
of which he said: “It is an interesting fact 
that among all the countries represented at 
this Congress, statistics show that the greatest 
advance towards the insurance ideal has been 
made by America, and we therefore look for- 
ward with keen anticipation to the contribu- 
tions of our American friends to our delibera- 
tions. In America, our colleagues have gone 
a long way in creating an atmosphere favorable 
to insurance. They appear to have taken 
greater trouble than most of us in teaching 
their canvassers and others that life assurance 
is an unselfish institution which should more 
particularly appeal to those who have the great- 
est affection for wife or children or others de- 
pendent upon them for their daily subsistence 
and comfort. Their general adoption of col- 
lective advertisement appears to be a direct 
outcome of their endeavor to teach the under- 
lying principles of insurance. They appear to 
have come to the wise conclusion that it is 
wasteful and foolish for each company to try 
to impress upon the public that it alone is 
worthy of consideration, when by combining 
they can so much more effectively and truth- 
fully advertise that they all supply what every- 
one needs and what everyone will have in in- 
creasing volume as its necessity is more and 
more clearly recognized.” The growth of all 
branches of insurance business, particularly life 
assurance in both the United States of America 
and Canada, had been truly amazing. He had 
recently, he said, taken the trouble to collate 
statistics relating to life assurance in the United 
States and the British Isles at quinquennial in- 
tervals corresponding as nearly as possible to 
the dates of the various International Actuarial 
Congresses, and the comparison of the two sets 
of figures certainly gave food for reflection. In 
the case of both countries, the total ordinary 
sums assuréd, i. e., excluding industrial sums 
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assured, showed a continual upward movement, 
but the progression in the case of the United 
States was markedly more rapid that in the 
case of the British Isles, particularly of re- 
cent years. Over the 30 years from 1894 to 
1924 the total ordinary sums assured in the 
British Isles showed an increase of approxi- 
mately 130 per cent, against a corresponding 
increase of roughly 800 per cent in the United 
States. 

On Tuesday, the Congress settled down to 
business, meetings being held in the magnifi- 
cent council chamber of the famous Guildhall 
(the City’s “Town Hall’), and, simultaneously 
at the ancient and picturesque Hall of the In- 
stitute of Actuaries at Staple Inn. After Tues- 
day, all the sessional meetings (with the excep- 
tion of the discussion on social insurance, which 
was continued in the Institute’s Hall on Wed- 
nesday morning) were at the Guildhall. 

The papers submitted were grouped under 
seven subjects, taken in the following order, 
namely: (1) Insurance of Under Average 
Lives; (2) Risk Premium Method of Rein- 
surance; (3) Social Insurance and Problems 
Connected Therewith; (4) Recent Develop-, 
ments in Industrial Insurance; (5) Group In- 
surance; (6) Disability Benefits, and (7) Cur- 
rency Depreciation as Affecting Life Insurance 
Contracts. A vast amount of valuable informa- 
tion was made available, which cannot fail to 
further the advancement of actuarial science, 
and will be heard of again. 

Social functions in London included an of- 
ficial government reception (by the Chancellor 
of the Exchequer and Mrs. Churchill) at Lan- 
caster House; a reception at the Mansion 
House by the Lord Mayor and Lady Mayoress; 
and an official banquet at the Guildhall. The 
Guildhall banquet was a particularly brilliant 
affair, and was attended by practically all the 
delegates, together with many guests, the gath- 
ering numbering about 900. There was also a 
full program of social events in the Provinces 
and at Edinburgh. 

The Congress will long be remembered by all 
who were privileged to take part in it. 


Insurability—Prognosis and Selection 


From the press of The Spectator Company 
of New York comes a valuable contribution to 
insurance medical work, a volume entitled “In- 
surability—Prognosis and Selection. Life, 
Life-Health-Accident,” by Dr. Harvey W. 
Dingman, medical director of the Continental 
Assurance and Continental Casualty companies 
of Chicago, and member and fellow of several 
medical societies. It is particularly valuable to 
the agent in selecting good risks and in im- 
proving border line risks. The book is divided 
into four parts: One, introducing the subject 
and telling of the development of selection 
methods, mortality tables, etc.; another devoted 
to personalities in the insurance business, such 
as the applicant, agent, medical examiner, med- 
ical referee, inspector, company, etc.; the third 
relating to factors affecting insurability, such 
as age, sex, build, personal history and moral 
hazards, and the fourth telling extensively of 
prognosis, of impairments in general and in 
particular—The Insurance Field. 
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Protecting the Business 
(Concluded from page 37) 


the trustee will determine with the survivor the 
manner in which the insurance money can be 
used to carry on the business to the best ad- 
yantage. Should the agreement provide for a 
valuation of the business, as in 4 (b), the trustee 
may be appointed as valuator. 

The greatest advantage of this method is 
obtained, however, where the insurance money 
is to be used to purchase the deceased part- 
ner’s interest, as in 2 (c) or (d). Each part- 
ner makes his policy payable to the trustee, 
and the partnership trust agreement is entered 
into as outlined above. Each partner also enters 
into a trust agreement with the trustee, in- 
structing the trustee to pay the proceeds of the 
insurance policy to his estate or specified bene- 
ficiary, in return for which the trustee is in- 
structed to release the interest of his estate in 
the business, in accordance with the terms of 
the partnership trust agreement. 

d. By the firm as applicant payable to the 
firm as beneficiary. This is the best method 
to adopt in the majority of cases. The settle- 
ment of the business will be adjusted jointly 
by the survivor and the executors of the 
deceased. It has only one drawback and that 
is that if any disagreement should arise, and 
the executors appointed by the deceased should 
not work in harmony with the survivor, the re- 
sult might be unsatisfactory. 

Note.—Instead of the methods outlined above 
some authorities recommend that each partner 
should apply for a policy on his partner’s life, 
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the policy to be made payable to his partner 
and his own estate “jointly and in trust.” There 
is no particular objection to this method. It 
gives each partner a definite interest in his 
partner’s insurance. It will not void the claims 
of creditors of the firm or of the individuals. 
It prevents either partner using his own insur- 
ance during his lifetime for any purpose other 
than that for which it is intended. In the 
methods outlined above this is prevented by the 
agreement, which includes a clause covering 
this point. It might create complications in 
the event of disagreement and dissolution of 
partnership, and is not recommended. 

e. By the firm as applicant payable to a 
trustee. This method has the same advantages 
as explained in paragraph (c) above, and the 
same procedure would be followed. 

Note—It should be pointed out that no mat- 
ter which of the above methods is adopted the 
insurance proceeds will be subject to claims of 
creditors of the firm, and the share of the 
deceased partner will be subject to the claims 
of his personal creditors. When a firm is con- 
templating business insurance it is presumably 
looking forward to a prosperous career, and 
it would usually be unwise for the salesman 
to conjure up visions of possible failure by 
suggesting means by which the claims of pros- 
pective creditors could be evaded. Should the 
question arise, however, there is one method 
by which it could be done. ° 

The insurance could be applied for by each 
partner on his own life, and made payable to 
a preferred beneficiary, either direct or through 
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a trustee. An agreement would be entered into 7 
by the partners in the usual way. The bene-| 
ficiary or the trustee, as the case might be] 
would require to be a party to the agreement, | 
By this method the insurance proceeds would | 
go to the beneficiary intact. 7 

It might be suggested that if the policy were | 
made payable to the firm as “beneficiary for | 
value” the creditors would have no claim on” 
the proceeds. This contention, however, is not | 
correct. : 


LIFE INSURANCE SALES INCREASE | 


2.7 Per Cent Gain in First Six Months 
Indicated 


New life insurance purchased from United 
States companies was 2.7 per cent greater dur- 
ing the first six months of this year than dur- 
ing the same period of 1926. The increase for 
June was 1.0 per cent. These facts are in- 
dicated by a report forwarded by the Associa- — 
tion of Life Insurance Presidents to the United 
States Department of Commerce for official 
use. The compilation aggregates the new busi- © 
ness records—exclusive of revivals, increases | 
and dividend additions—of 45 member com- — 
panies, which have 81 per. cent of the total life — 
insurance outstanding in all United States legal } 
reserve companies. 

For the month of June, the total new busi- 
ness of all classes was $986,000,000, against — 
$976,000,000 during June of 1926—a gain of © 
1.0 per cent. Ordinary insurance amounted to 
$697,000,000, against $705,000,000. 














LIFE 


INDIANAPOLIS 


AMERICAN 
CENTRAL 


Insurance Co. 








Established 1899 








PRESIDENT 





HERBERT M. WOOLLEN 




















HE construction of a fine, lasting 

Life Insurance structure depends 

toa great extent on the efficiency of the 

field man, and if the field man is to 

achieve the best results, he must be 

supplied with the finest material and 
implements with which to build. 


Those which The Guardian provides 
for its field force are of proved value, 
evidence of which is to be found in the 
record of -he Company’s progress and 
the individual success of its fieldmen. 
A connection with The Guardian may 
prove to you to be ‘“‘the right place 
for the right man.”’ 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 
Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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